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IN the exposition cities—San Fran- 
cisco and New York—and in all 
cities between, this Summer should 
be one of non-clearance sales on 
whites until September 1. When 
the American public is on the move, 
it prefers white shoes for travel and 
vacation. Certainly, with millions 
of people coming into San Fran- 
cisco and New York, there is no 


justification for white sales in June. 

Let’s have some sanity on the 
subject of Summer clearances this 
year and not continue to tramp 
down the path of tradition that 
says: “Clear Early and Often— 
The Summer Is Over Before It Be- 
gins.” Now is the time to ask every 
merchant, in every town, to sign 
a paper saying that he will stick 
to the merchandising policy of the 
group—no general clearances this 
Summer and especially no clear- 
ances on white. 

* . * 

MIEN under five feet eight will be 
streamlined by a new technique in 
, design, was a fashion decree of the 


New York Custom Cutters in their 
Twentieth Annual Convention. This 
technique is to be achieved by a 
longer leg line and higher waistline. 
Long streamlined tails on the cut- 
away and evening tailcoats, with 
shorter waist effects will also be the 
rule. The draped coat is out. New 
models will have square shoulders, 
but no pads, with extra ease in the 
sleeves. The “Dawn of Tomorrow” 
suit—a model with no hip pockets, 
a lower waistline and much fuller 
around the chest—is a sleek, stream- 
lined affair that drew much favor- 


able comment. 
* * 


LINCOLN FILENE, who heads 
the Committee for Voluntary Con- 
trol of Unfair Trade Practices—(a 
voluntary group of business men 
who offers its services to the extent 
of its ability in advising with busi- 
ness and trade association execu- 
tives in their further study of their 
unfair trade practice problems), 
says: 

“Coordination between manufac- 
ture and distribution will set in 
motion long-time trends which 
should bring about many specific 
advantages, both to manufacture 
and distribution and to the con- 
sumer, as, for example, to mention 
but a few: (1) A better adjust- 


fil} 


ment of the volume of manufac- 
tured goods to the capacity of the 
market to absorb them. (2) The 
creation of goods better suited to 
the needs and desires of the con- 
sumer. (3) The better timing of 
goods for the market. (4) Reduc- 
tion of unnecessary lines of mer- 
chandise whose continued produc- 
tion and distribution represent 
waste. 

“These are, of course, long-time 
objectives. 

















THE pest of parades is upon us. 
Merchants in cities where the urge 
to march is epidemic, from St. Pat- 
rick’s Day to Labor Day, should 
insist parades be moved out of the 
downtown district to some glorified 
highway, where parade marchers 
and viewers can glory in their own 
exhibitionism. 

Fifth Avenue, New York, is 
scheduled to have a Navy Day 
parade on April 8—the one day 
in the year when the public wants 
to buy shoes and everything else in 








preparation for the next morning— 
Easter. So to herald the season of 
the year that is dedicated to the 
Prince of Peace, we devote the day 
between Good Friday and Resurrec- 
tion morning to the “Dogs of War.” 


C. E. VANCE of Gadsden, Ala- 
bama, says: 

“There are two articles in the 
March 11 issue of the Boot AnD 
Soe Recorper that are very time- 
ly. They are subjects that have 
been worrying quite a few retailers, 
and it would appear that the mak- 
ers of these freak shoes are giving 
very little thought to the future 
of our industry. 

“In our opinion, the retailer can 
expect plenty of grief this next Fall 
when the lady returns to wearing 
closed shoes. While some of these 
freak patterns may bring in some 
new business temporarily, will the 
ill effects be beneficial to the indus- 
try in the future? Our answer 
would be ‘no’.” 

* ¢ ¢ 
G. _L. REEVES of the Footwear 
department, United States Rubber 
Company in the Los Angeles dis- 
trict, finds: 

“With the opening of the warm 
Spring weather here in Los Angeles, 





comes a considerable amount of in- 
terest in those gay little prints in 
canvas footwear. Retailers report 
their patrons are buying these shoes 
in three and four pairs at a sitting, 
as shoes of this type are something 
the women can change into quickly 
and the shoes are inexpensive. 
“Retailers are also reporting that 
the multiple sales of canvas shoes 
of all types are by no means cur- 
tailing the pairage of the regular 
street and dress shoes, but rather 
stimulating interest in all kinds of 
footwear. This acceptance of the 
novelty numbers is really outstand- 
ing, as women are wearing these 
shoes for many practical purposes 
from. marketinj; to gardening and 


even for house wear. 

















—A trade magazine, to reach its 
ultima of usefulness, must be 
more than just something to look 
at or read. 


—It must be something that will 
talk to you. 

——When you open up your trade 
magazine and it up before 
your eyes, it should at once as- 
sume the part of a friend, an ad- 
visor, a real personality. 

—lIts voice, —_ 2 of multiple 

0 


voices of are experts 
in their tape Id talk to om in 
intimate fashion, expressing in the 
language of your trade the things 
that you ought to know and want 
to know. 


—A trade magazine, to be human, 
must have brains. 

—Otherwise its printed words can- 
not talk personally to you, and 
its use to you is of questionable 
value. 


SE sg 


President 





“This sales condition is wide- 
spread in all kinds of stores selling 
shoes—from the large city depart- 
ment stores and specialty shops to 
those dealers situated in the rural 
sections. There is a very good rea- 
son for this acceptance, as here in 
California, the trade is always open 
to something new, something color- 
ful and something practical.” 


IMEMBERS of the Retailers Na- 
tional Council, including representa- 
tives of the National Shoe Retailers 
Association and the National Coun- 
cil of Shoe Retailers, have voted to 
support the bill introduced in Con- 
gress by Senator Miller, Democrat 
of Arkansas, which would amend 
the national stolen property act by 
giving the law enforcing arm of 
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the Federal Government greater 
jurisdiction over store thefts. 

The census of distribution, to be 
conducted by the Bureau 8f the 
Census in 1940, was revised by the 
organization—which is composed 
of eleven national retail trade as- 
sociations, expressing the view that 
state legislatures under the social 
security program should give favor- 
able consideration to the theory of 
having rates in individual establish- 
ments take into consideration the 
actual employment experience of 
the business, thereby giving effect 
to a merit rating. 

Among those attending the meet- 
ing were Executive Vice-President 
L. E. Langston and Herbert J. Rich 
of the National Shoe Retailers As- 
sociation; William Girdner, Na- 
tional Council of Shoe Retailers; 
and Dr. David R. Craig, president 
of the American Retail Federation. 


CHARLES BRANNOCK of The 
Brannock Device Company, says: 
“Quick, Watson—the Ball-Joint In- 


dicator!!!” 


“It seems that the buyer of a 
certain large department store found 
shoes in his stock at increasingly 
frequent 


showed 


intervals which 





signs of considerable wear and con- 
stituted a loss which was becoming 
more and more serious. One fact 
was evident—these shoes were be- 
ing worn by some one person who 
had access to the stock, for they 
were all of the same size. Here, the 
accuracy of the Brannock Device 
proved its worth a hundred fold. 
The feet of a large number of em- 
ployees were measured, and lo, the 
ball-joint indicator pointed not only 
to the size, but to the guilty party.” 
He found “the foot to fit the shoe.” 


* * * 


S KIPPER PAUL A. SPERRY of 
the Sperry Shoe Company, New 
Haven, writes: 

“The footwear described in the 
Boot aNnp SHoe Recorper of 
February 25 on ‘Sea-Going Shoes’ 
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must fill any sailor with nautical 
disgust. Heaven help the poor girl 
who has to try to get around a slip- 
pery deck in any such footwear— 
high heels, etc. Unquestionably, 
these shoes would be perfectly suit- 
able for beach wear and the wives 
and daughters of the Rocking Chair 
Fleets but for heaven’s sake don’t 
recommend such footwear for sea- 
going use. 

“The movie fleet, sailing before 
the studio camera, is something to 
fill the eye but the girls who sail 
their own boats in lakes and seas 
know pretty well that practical 
shoes are best.” 





JOHN M. HARTMAN, president 
of the National Shoe Travelers As- 
sociation, says: 

“As president of the association, 
it is my ambition to bring about a 
lucid understanding of the purposes 
of our varied allied industries and 
to put into action positive effort 
that will help to eradicate some, if 
not all, of the nuisances and ob- 
noxious laws and detrimental prac- 
tices which are common to all in 
the shoe and leather industry. This 
can be brought about only by look- 
ing through unbiased lenses and 
the elimination of selfishness, for 
the success of one branch means the 
success of the others. 

“In this pivotal position, as the 
man between those who sell and 
those who buy, we must always so 
conduct ourselves that we may al- 
ways gain and hold that which is 
essential for success in salesman- 
ship—respect from our trade and 
respect for ourselves. Having those 
two accomplishments we can seek 
and obtain all we desire and de- 
serve.” 

* * - 
BR. G. BROWNHILL, general 
manager of the Young’s Speedy 
Shoe Stores in Los Angeles and 
Hollywood, says: 
“A window full of these hand- 


woven California-made shoes pre- 


sented to the public early in March 
met with such excellent response 
that it convinced us there will be a 
ready sale for this type of merchan- 
dise all through the Spring and 
Summer. This window showed 
many pairs of each of the ten 
styles that we are stocking at the 
one price of five dollars. It is true 
we dramatized this showing with 
a full-sized wax figure of a man 
weaving the shoes, together with 
numerous cards pointing out the 
special features we have specified 
in this type of footwear and the 
care used in the manufacturing. 
These shoes were stressed in the 
windows and in the advertising as 
shoes for general wear, for busi- 
ness, just as much as for casual 
wear. 

“And here is the really important 
sales factor, these woven shoes 
showed a remarkable gain in sales 
over a year ago, and at the same 
time, the sale of the regular street 
and sport shoes showed a similar 
healthy gain in pairage. In other 


words, these shoes mean extra pai: 
business to our stores, as they do 
not cut into the sales of the regular 
street and sport numbers.” 

. * . 


THE FATE OF DEALER SLADE 


Shoe Dealer Slade with greed imbued, 

Prided himself on being shrewd, 

And nothing gave him a greater thrill 

Than to ring up a dollar on the till 

That was gained by making a shady deal, 

For he loved to hear his victim squeal. 

Value to him was an unknown term— 

Friendship in business a deadly germ. 

He sold his trade what they didn’t need; 

Let the buyer beware was his only creed 

He bought inferior merchandise 

And boosted his prices to the skies. 

He promised most anything under the sun 

And thought that dodging complaints 

was fun. 
He really believed that a customer “done” 
Was worth far more than a customer 
won. 

Well, Slade kept right on going to town 

Until he ran every victim down 

And there wasn’t a soul among all men 

Who would stop to buy from him again. 

He found himself at the short trail’s end 

And discovered he didn’t have a friend. 

Yes, all too late he sits to brood 

That honesty wins over being shrewd. 
Emil J. Blacky 
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“Don't go by that size. | always slip my shoes off in the movies and tonight | 
came out wearing somebody else's.” 








Irene Rich, lovely NBC star in a violet 
chiffon dress girdled with a cyclamen pink 
sash. Matching slippers are shown at right. 


ASKED Deanna Durbin what she plans to take in 
the way of shoes when she visits the Fairs after she 
finished making “Three Smart Girls Grow Up.” For a 
youngster who has just been allowed to wear high heels, 
she made a surprising choice of several pairs of com- 
fortable low-heeled shoes with fairly broad toes. Sev- 


eral pairs too, for she well knows the value of changing 
her shoes often, when tramping around a great deal. 


* * a 


Superstitious wood-knockers need look no further 
than Olivia de Havilland since that young lady has in- 
troduced her modern “wooden wardrobe.” She has 
enthusiastically sponsored wood for shoes, hat, bag. 
jewelry and belts. Maple, with the satiny finish of an 
early American cobbler’s bench, makes smart sabots for 
Olivia to wear with a Swedish wool jersey peasant 


frock. A choker necklace and bracelet offset the sim- 
plicity of the dress—both good items for the accessory 
counter in any shoe store. 

Ann Rutherford is another one adopting heavy, 
wooden-soled clogs for sportswear. She has them in 
white, natural, brown and blue leathers. 

* 7 * 

Gold lamé bootees, comfortable as moccasins, are be- 
ing worn for evening by Genevive Tobin. They’re two 
inches above the ankles and open in the heel and toes. 

* a * 

One indulgence Margaret Lindsay allows herself, even 

when she economizes on other things, is her hosiery. 
[TURN TO PAGE 34, PLEASE | 
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BLASTMAKERS have certainly been newsmakers in the 
past few seasons. They have given us the walled -last in 
high and low-heeled types, the rocker bottom sole, the 
very round toe and broad tread and the turned-up toe. 

Back of all these developmients are sound ideas in style 
and comfort. A definite comfort feature is embodied in 
each and definite flattery to the long foot of the modern 
American woman. Above, left to right (top row): The 
“Sultan” toe from Saks-Fifth Avenue. Walled last with 
high heel from Delman. (Bottom row): A “Zuider Zee” 
(rocker bottom sole) from Saks-Fifth Avenue. “Mary 
Jane,” “Little Girl” pattern with square toe on walled last 
from Lord & Taylor. 


yors 


FF LIP goes the fashion wheel back twenty-five years to the 
days of the cloth gaiter—a neat little affair buttoned over 
the oxford or pump to transform it into a snug Winter 
shoe. Now with the current trend to the styles of those 
pre-war years, a 1939 “spat shoe” is a logical idea. Ac- 
tually this shoe is simply one of the popular high cut 
patterns made to look like a shoe with gaiter. Below, left 
to right (top row): High cut shoe with elasticized insert. 
Not a “spat shoe.” From Lord & Taylor. (Note “bulldog” 
toe.) “Spat shoe” for Winter with elasticized area over 
instep. Two Summer versions of the spat idea—one in 
mesh and leather combination and the other with gingham 
All three from Russeks. 
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DEDICATED TO CUSTOMER’S 


COMFORT AND 


**IDEDICATED to your complete shopping comfort, 
luxury and convenience.” Such is the declaration of 
Rich’s, F Street at Tenth, Washington, who recently 
formally opened their newly-remodeled store. 

Two departments of the store, the street floor women’s 
department and the men’s shop in the basement, have 
been completely remodeled and modernized. The second 
floor women’s shop in which the higher priced line of 
women’s style footwear is carried, was remodeled some 
time ago. The children’s department on the third floor 
has not as yet been modernized but plans are under way 
to have this conform to the remainder of the store in 
the near future. 

In the redesigning of the store, its narrowness pre- 
sented a problem in overcoming a feeling of lack of 
space. This was cleverly solved through the use of large 
plate glass mirrors that cover the walls to the left and 
over the store entrance and stairway leading down to 
the men’s department, and over the handbag and hosiery 


CONVENIENCE 


B. Rich’s Sons, Washington, D. C., Hold For- 
mal Opening of Remodeled Store in Which 
Are Included the Latest Features for Efficient 
Shoe Merchandising and Service to Public 


counters and stock shelves on the right. These mirrored 
walls serve to create an illusion of spaciousness in the 
interior which, in fact, is only 17 feet wide. 

The street doors are of solid plate glass, nearly an 
inch in thickness, and have by tests been proven prac- 
tically unbreakable. Push handles on the doors are of 
clear plastic. The only additional hardware consists of 
the bronze hinges and holders for the handles. 

This us: of solid plate glass doors is one of the very 
few instances in the country where this has been done 
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RBAYMOND H. GOODRIDGE 


Right: Looking down on the street floor 
women’s departments from the balcony 
shows the small width of the store and 
how the clever use of mirrors lends a feel- 
ing of spaciousness to the shop. 


in a place of business. Besides making a novel and 
very attractive street entrance, these doors allow the 
maximum of natural light into the interior. 

Woodwork and fixtures in the new street floor de- 
partment are of light Prima Verra wood. Other wood- 
work and the balcony above the wall-flush stock shelves 
to the left and rear of the store are painted a light grey 
which, with the white ceiling, reflect the modern diffused 
lighting to its best advantage and make a well-lighted 
interior. 

Fitting chairs are upholstered in leather and are 
arranged in the rear of the department where is also 
located the elevator leading to the upstairs departments. 


Sin 7 
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Attention to the men’s department which is located 
in the basement is very cleverly brought about by the 
mirrored wall to the left of the stairway leading down, 
which reflects the men’s shop and makes it instantly 
noticeable to customers entering the store. This re- 
fiected view is in no way interrupted by the railing 
which separates the stairway from the street floor de- 
partment as this is fashioned of a thin bronze outline 
while the rest is of clear plate glass. 

At the front of the stairway and on the street floor, 


[TURN TO PAGE 34, PLEASE] 
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TANNERS COUNCIL SEES 
CONTINUED RECOVERY 


BASIS FOR 








FFASHION today moves faster than ever, and the com- 
plexity of types of shoes necessitates information on 
color and costume trends well in advance of the Au- 
tumn season. Because of the changes expected for Fall, 
plus an optimistic feeling in regard to improving busi- 
ness, a capacity crowd attended the opening session of 
the Style Conference on the Starlight Roof of the 
Waldorf-Astoria, in New York, March 27th, under the 
auspices of the National Shoe Retailers Association. 
Held jointly with the Official Opening of American 


MERRILL A. WATSON 
Tanners Council executive urges production control. 





















HARRY E. FONTIUS 
N.S.R.A. president pleads for sustained mark-up. 


Leathers for Fall and Winter, staged in the Grand Ball- 
room by the Tanners’ Council of America, the two days’ 
meeting attracted tanners, shoe manufacturers and re- 
tailers from all parts of the country. 

At the conferences and in the exhibit room there was 
a generally optimistic viewpoint on Fall business based 
on recent significant developments in the trade. In the 
first two months of 1939, shoe output has been almost 
25 per cent greater than a year ago—last year being 
one of conservative inventory policy. Looking ahead in 
1939, most of the attending trade leaders in the shoe 
and leather fields were inclined to predict improvement 
as the season progresses. 

L. E. Langston, executive vice-president of the 
N.S.R.A., opened the Style Conference and presided. 
Harry E. Fontius, president of the Association and the 
first speaker, said on the subject, “Retailer-Manufac- 
turer Problems” : 

“If you were to ask a retailer what some of his. 
greatest problems are today, invariably he would 
say: 

“Mark-Downs are entirely too heavy; adequate 
Mark-Up is hard to get. 

“With the necessity of carrying such a variety 
of styles, leathers and colors, it is almost impos- 
sible for the average retailer to have sizes in 
anything—probably the most important factor in 
every business—sizes. 

“Shoes ordered for January Ist delivery are 
usually purchased to sell during January and 
February, but if these same shoes are not deliv- 















American Industry Not Se Vulnerable to 
European Crises as More Jittery Observers 
Are Inclined to Believe, Executive Vice- 
President Watson Telis Shoe Men at Open- 
ing Session of Style Conference—Head of 
American Retail Federation Sees Changing 
Conditions as Challenge to Resourcefuiness 
of Merchants — Trade Outlook and Style 
Trends Discussed by Speakers of Note 


ered until February Ist to 15th, it not only causes 
the retailer to suffer a tremendous loss of busi- 
ness through the lack of shoes during January, 
but, in addition, these same shoes are usually the 
cause of greater Mark-Downs, which, in most 
stores, simply must be cut down. 

“Ask any man, from New York to San Fran- 
cisco, who sits on the fitting stool all day long, 
what the common complaint is in his store, and 
invariably he will reply—we never have sizes. 


GROVER A. WHALEN 


World’s Fair president and surprise speaker. 


by JOHN F. W. ANDERSON 


Very seldom do you hear him say it is a lack of 
styles. 

“On the other hand, what is the poor buyer to 
do, when he is purchasing a given number of pairs 
to sell in a limited period, at a certain selling 
price, and he has the following to contend with, 
as we did this season: Let us assume he wishes 
to buy 500 pairs of shoes—In order to have the 
correct proportion to sales, how many patents 
should he select with open toes and heels—how 
many with open toes and closed heels—and how 
many, if any, with both closed toes and heels. 
Then Suedes — Calfskins — Gabardines — how 
many of each, and what proportion should be 
divided into Black, Wine, Terra Rosa, Japonica, 
Taffy, Blue, Brown, etc. Perhaps some Alligators 
also, which, incidentally are one of the best sell- 
ing items on the West Coast right now. He need 
also bear in mind that these leathers must be 
bought in various heel heights, maybe fancy heels, 
and certainly in a number of patterns, if he ex- 
pects to be competitive. 

“Try and do this on 500 pair; I'll wager you 
won't do a very good job on 1000, and the aver- 
age retailer can’t purchase 1000 pair every two 
months to sell at one price, especially if he has 
several prices to buy. 

“The net result of this kind of buying must, of 
course, mean more mark-downs. 

“Recently while visiting with a prominent re- 


tailer in the far west, he made the statement that 
with conditions as they are at present, with every 
item of overhead increasing yearly, there is only 
one answer left for the retailer, and that is a 
better mark-up—probably 50% on the selling 
price, and I believe this should be encouraged by 
manufacturers, especially those who sell branded 
merchandise. 

[TURN TO PAGE 32, PLEASE] 


DR. DAVID R. CRAIG 


Federation head defines today’s fundamental retail factors. 








Mrs. Raymond Ives, Fashion Editor of Vocue Magazine, 

as she addressed the opening meeting of the N.S.R.A. 

— age Ia on “Forethoughts on Autumn Fash- 
L. E. Langston, executive vice-president of 

National Shoe Retailers Association and Style Con- 
ference Chairman seated at right. 


COLOR was again the major interest at the Style Con- 
ference of the National Shoe Retailers Association in 
New York this week, and color played the leading role 
in the brilliant fashion showing which concluded Mon- 
day morning’s program on the Starlight Roof of the 
Waldorf-Astoria. 

What color shoes and accessories with what color cos- 
tume seemed the question of prime importance and one 
which Miss Katherine Vincent, fashion editor of the New 
York Herald Tribune, undertook to demonstrate visually 
to the vast audience of shoe people, as the swift review 
of leading Spring and Summer styles passed down the 
runway. Prior to her demonstration, every angle of the 
color question for Fall and Winter had been considered 
in detail by Mrs. Margaret Hayden Rorke, managing 
director of the Textile Color Card Association, in her 
talk on “The American Color Way,” and by Mrs. Ray- 
mond Ives, fashion editor of Vogue, who spoke on spoke 
on “Forethoughts on Autumn Fashions.” 

In the style show, certain trends were clearly dis- 
cernible. In shoes, two-tone combinations—light and 
dark—suggested a new idea for later selling. A navy 
and white shoe was shown with a pink dress and hat, 
the hat having a blue ribbon. Several shoes combining 
natural or wheat with rosy tan were effectively used 
with more casual and summery town costumes. For in- 
stance, a light “Spring Green” jacket and dress was 
worn with such a shoe. Of course, these shoes do not 
take the place of the classic tan and white spectator 
shoe, the perennial favorite for the tailored country cos- 
tume. These new patterns are more formal and are a 
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COLOR 
The KEYNOTE 


The vogue for mesh and very open leather 
given a new interpretation in this lace-like 
ther pump worn with a charming Spring 


happy thought for July and August selling for town 
wear. A natural or wheat mesh shoe was very charming 
with a honey beige costume. 

The fact that green was such a popular costume color 
on the runway brought out the growing importance of 
the brown to rust to natural family in shoes, the lighter 
tones being worn with the casual costume. 
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at STYLE CONFERENCE SHOW 


N.S. R. A. Runway Promenade Gives Sound Co-ordination Program 


fer After Easter Selling and a Glimpse into the Possibilities for Fall 


The blue shoe also registered several times on the 
runway, including a Parisian blue patent leather worn 
with a navy and white striped dress. (The wide-brimmed 


Spectator sport costume in red and white with spectator 
sport oxford. The classic tan and white combination has a 
1939 touch in the grooved built-up leather heel. Note 
the white snood, the season’s smartest head covering. 


red sailor hat with this costume illustrated the use of 
vivid red as an accessory accent and the growing vogue 
for sailor hats, big and little). A blue suede shoe picked 
up the blue in a blue-red-grey check. A blue kid eve- 
ning sandal matched the darker blue in a tone-on-tone 
(light and darker blue) evening dress. Blue denim 
shoes (with wedge heel) matched the blue denim slacks 
of a play suit. 

Black patent there was, of course, looking very smart 
with prints as well as monotones in crisp Spring cos- 
tumes. An all-white kid was shown for a cruise week- 
end. Two “World’s Fairs” shoes were featured—the 
heel of the first one too high, we thought, for tramping 
through many exhibits. Dutch shoes with wooden soles 
were amusingly shown by two girls in red and green 
country ginghams with shoes to match. Several very 
attractive play shoes were shown—the candy striped 
fabric of one matching the blouse in candy stripes, the 
red and white of another contrasting smartly with the 
green blouse. 


A PEEP into the future gave several interesting sug- 
gestions for Fall. Reddish brown shoes were shown 
with a grey fur coat. Green suede shoes gave a new 
look to a multi-color plaid suit. French Cognac shoes 
were worn with a beige and rust costume. Reddish—or 
mahogany—brown with a green ensemble. Burnt Toast 
with beige. Harvest Wine with navy. 

The most striking single impression of this color co- 
ordination job was its seeming casualness. The day of 
over-elaborate, overdone matching is past. Really smart 
women never carried it too far. Now every woman 
should learn that One: It is enough to match a japonica 
bag to a japonica trimmed shoe. Then let other ac- 
cessories blend or contrast with, rather than match, these 
two major ones. Two: A very little detail—like the 
ribbon, the flower or the veil, on a hat is often enough 
to carry the color of the shoe to the upper part of the 
costume. Three: The vogue for plaids, stripes, checks 
and flower prints gives new opportunity to wear colored 
shoes that pick up one of the colors in the multi-color 
costume. 





Te feo 
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OUTLOOMN 


Help Leosen Up “Tight Money” through Turnover 


BUST why are customers tight with their shoe money? 
That’s the important question. We asked a number of 
merchants who came on to the Style Conference this 
question—“How many two, three or more pair sales 
slips are you getting these days?” When the merchants 
recoiled from the shock of the question and its implica- 
tions, they invariably said: “We’re lucky to sell singles, 
much less extra pairs, at the one fitting.” Among the 
merchants we queried were some Main Street, some 
Fifth Avenue and some in the field of chains. One and 
all said: “With every reason to expect extra pair sales 
because of style, color and shoe interest, the fact re- 
mains that the free-spending customer is disappearing.” 
There must be an explanation for this phenomenon out- 
side the shoe store itself and we think that we have 
discovered a clue. 

First, let’s take the disappearance of the Fifth Avenue 
customer, or the lady of some money anywhere in 
America. In the past, she would go on a shoe-buying 
spree when a little extra money came in—“velvet 
money”—so-called. For example—if the Old Man re- 
ceived a dividend check on a thousand dollars worth of 
stock of, let us say, 6 per cent, it was extra money and 
in a generous moment, he would toss it over and say: 
“Baby must need shoes.” No sooner said than done and 
the following morning the $60.00 went into shoes or 
hats or the beauty parlor. Well, with the declining yield 
of stocks, there is no profit on the original investment 
and in many cases the original capital has disappeared 
or is in jeopardy or in sterile inactivity. Easy come— 
easy go—turn-over at retail—no come, no go. 

We are that kind of a nation where the “gallant ges- 
ture” has been one of the greatest stimulants for retail 
expression. Neither the public nor the merchant likes to 
see a tight money situation. Not that there isn’t plenty 
of it in banks but it is not in circulation in the sense of 
being freely spent. “Them that has it holds on to it.” 

Now, let’s cross the railroad tracks and find out how 
the rest of the people stand on this subject of free-spend- 
ing money (extra pair money). Working men—and 
note the fine distinction—not workers—don’t like to 
have their pay envelopes tapped for Social Security in 
the dim, distant, never never future. Neither does the 
business man like the payroll tax. One of the most 
vicious drains on the working money of the nation! 
The payroll tax started in 1936 with 1 per cent on pay- 


By ARTHUR D. ANDERSON 
EDITOR, BOOT AND SHOE RECORDER 


rolls. In 1937 it was increased to 2 per cent, in ’38 there 
was an increase of another per cent and today, the total 
tax on employers totals 4 per cent of their payrolls, fig- 
ured in dollars. The full effect of that increasing rate will 
rise to 6 per cent to the employer and in addition to this 
the working men, themselves, pay 3 per cent. Well, you 
just can’t take 9 per cent out of the working money of 
a nation and hope to have any free-spending money. 

This point came to a head the other night, when a 
modest little poker party was in process and someone 
suggested that for each play every man would pitch in 
ten cents for the “kitty” that would eventually go to the 
host. Before morning the game was bogged down by 
the mountain of chips that went into the social “pot.” 
Precisely the same thing is happening to American busi- 
ness. The extra money, the “buy an extra pair” money, 
the real turn-over money of the nation was pulled out of 
circulation by a form of taxation that will bleed the 
country white if it continues. 

Remember, in 1939 we are paying twice the total 
taxation that we did in 1929 with a turn-over of money 
2/3 of what it was in ’29. You can’t get away from the 
very thing we have talked about for years—turn-over 
makes business hum—stale money sleeps. 

We had a European business man in our office last 
week who told us this story in answer to our question 
as to taxation in ratio to turn-over abroad. He said: 
“A working man in my country came home recently and 
in high glee said to his wife: ‘Lisa, put on your hat and 
coat. We're going out to dinner and to the theatre 
tonight.’ She replied: ‘Hans, are you crazy? Where 
did you get the money for such extravagance?’ He 
answered: “They made a bookkeeping mistake today. 
They paid me the tax instead of my wages.’ ” 

We don’t want to see that happen over here. We 
hope that every merchant and manufacturer who has felt 
the strain of the payroll tax will immediately write to 
his Congressman and Senator, the President and every- 
one else in high authority to modify the Social Security 
Tax because at the rate it is going it is in excess of its 
definite needs in social security payments—and this 
same social security can be attained by meeting the ex- 
penses out of general taxation. 
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TO YOUR SUCCESS 


NATIONAL 


FOOT HEALTH WEEK 
APRIL 10-15 


Wie Olt Bal Oxford Make your store headquarters for COM- 
erforated Vam . y 
Sizes 6-12 Widths AAA-E “my veal ; 7H gee ~ yn 
every week in the year, with 
HEALTH SPOT SHOES 
for Men, Women and 
Children. 


Brown & White Washette Calf 
7 Eyelet Straight Tip and Foxing 
Gypsy Tie Sizes 5-11 Sizes 6-12 Widths AAA-E 
Widths AAAAA-EEE 


Genuine White Buck 


White Kid Ventilated Oxford Wing Tip Bal Oxford 
Sizes 5-11 Widths AAAAA-EEE Pinked Vamp, Tip 
Sizes 6-12 
Widths AAA-E 


These out- 

standing num- 

bers are in stock. 

There are also many other 

styles in stock ready for imme- Duty Oxford for the Nurse 

diate delivery. Ask for our Spring Sises S11 Widths AAAAA-EEE 
and Summer catalog which is illus- 


, p STYLE s205 0/4 
trated with genuine photographs (Meh OGen) | 


There is a splendid opportunity in many towns 
thruout the United States for a profitable Health 
Spot franchise. Write today for complete details. 


rs / 4s bith db hi 0 Limpar VA 
.NV I ~~ “SW Z 


| 
i A 


THE MOST COMPLETE LINE OF CORRECTIVE SHOES IN AMERICA FOR MER, WOMEN AND CHILORER 
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CONFERENCE 
CONSIDERS 


Albert Wachenheim, Jr. 
Chairman of N. S. R. A. 
Women’s Style Committee. 


WOMEN’S 
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FALL STYLES 


Valuable Discussion of Patterns, Designs for Uppers, Lasts, 
Colors and Materials Marks Well-Planned Style Conference 


FOLLOWING its very successful method of last Fall, 
the Women’s Style Committee of the National Shoe Re- 
tailers Association, at its meeting at the Waldorf- 
Astoria, New York, on Tuesday of this week, presented 
its conclusions regarding Fall styles in women’s shoes 
through a series of reports given by leading manufac- 
turers. These reports had been prepared at a pre- 
liminary meeting of the committee held several days 
before. They were followed by some very lively dis- 
cussion from the floor. 

Albert Wachenheim, Jr., of the Imperial Shoe Co. of 
New Orleans, presided and opened the meeting by an 
explanation of the character of the reports to be pre- 
sented and a summary of the trends in women’s ready- 
to-wear which will have an influence on shoe fashions. 
He also warned retailers not to buy too heavily on 
novelties and to demand that closed toe shoes be made 
on lasts constructed especially for closed toe shoes. 

The second speaker, Charles Caldwell of George E. 
Keith Co., took up the subject of Patterns, giving spe- 
cial importance to slip-ons—including elasticized and 
gored treatments, pumps, Dutch and spat types. San- 
dals are to be less important for Fall because of the 
popularity of slip-ons. Their place will be in dressy 
patterns. Special care must be taken in the use of gor- 
ing so that there are no lumps at jointings and so that 
there is no constriction of the foot. Women like open 
toes if they are small and dainty. They will sell less 


than this Spring but more than last Fall. They will be 
best in the early selling shoe. Because more open toe 
shoes will sell this Fall than last, fewer soft-toed types 
will be seen. Nothing definite so far about boots. 

In discussing Designs on Uppers, Louis Schaefer of 
Blue Ribbon Shoemakers (a branch of the Brown Shoe 
Co.), said that buttons as ornaments were important 
and also buckles to a limited extent. “Fitting or sewing 
room” treatments will all have significance—puffings, 
cordings, pleatings, shirrings, drapings, seamings, bind- 
ings, stitchings, and multiple stitchings. Perforations of 
various kinds will again be popular. Tip and foxing 
will be less important, but combining of different mate- 
rials in other ways will be extensive. It was suggested 
from the floor that the point should be made that plain 
treatments still have great importance. This comment 
will be embodied in the Committee’s final report. 


THE report on Lasts by Sam Schwartz of Schwartz 
and Benjamin covered lasts with medium to full toes; 
plateau ridge or walled; the turned-up toe (call it 
Turkish, bulldog, or what you will) and the Rocker 
Bottom. The question of heel heights on walled lasts 
brought out a great deal of discussion with the majority 
of opinion in favor of their being made with 16/8 heel 
or lower. Leading retailers, in general, think that 
walled lasts on higher heels are still too much of a 

[TURN TO PAGE 39, PLEASE] 





BOOT anv SHOE RECORDER, April 1, 1939 





~ AWO PROFITS Easy 


As 


make a tangible profit of dollars and cents on a turnover 
’s shoes. What about the intangible profit of Good Will? 
profits are easily obtained if you exercise care in selecting 
m. And the latter profit is usually the greater 
use the recommendation of friends is known 

sales than anything else. 


KISTLER “BENCH BRAND” SOLE LEATHER 


A BALANCED TANNAGE 


will help you get both profits at every sale. Bottom any man’s shoe 
with this sole leather and it becomes a better shoe. Your customer 
will soon find that out. He’ll detect its health-protecting, moisture- 
resisting quality; its flexibility so untiring to the feet and its ability 
to stand the grind of service under the limitless varying conditions 
to which men’s shoes are subjected. Make two profits easily as one 
by capitalizing Kistler BENCH BRAND Sole Leather. 


Fi 


It's an in buying to have the names of shoe manufacturers making shoes 
BRAND” LEATHER SOLES. Write us for them. 


OUIOK Wy, 














FOUNDED - 1840 
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as WESTERN DEPARTMENT IN CHARGE OF BERTRAM URBAN. 1012 NORTH THIRD STREET, MILWAUKEE, WISCONSIN 
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COLOR, GRAINS, 


HEAVIER TYPES 


Are Highlights of Men’s Discussion 


John Reilly, men’s style authority of Boot ann SHoE 
Recorper, gives the color picture for Fall. 


KKEEN interest was shown by manufacturers and re- 
tailers alike as to trends in Fall shoes at the Men’s Style 
Committee meeting of the National Shoe Retailers’ 


Association in the Jade Room of the Waldorf-Astoria. 


on Monday afternoon of this week, the opening day of 
the Fall Styles Conference and Leather Show. Joseph 
T. Geuting, Jr., of A. H. Geuting Co., Philadelphia, Pa., 
presided as chairman with Herbert J. Rich, Jr., of B. 
Rich’s Sons, Washington, D. C., assisting. 

Mr. Geuting brought the meeting to order and in his 
opening remarks, reviewed in brief the work and past 
performances of the Men’s Style Committee giving sev- 
eral examples of subjects that have been discussed 
profitably at previous meetings. 

As before, the meeting was «divided into three di- 
visions: style forecasts as to clothes and shoes; remarks 
by men of the industry taking up lasts, patterns and 
soles, and finally the discussion from the floor on the 
part of the retailers, which, although brief, brought out 
several points of interest. 

As the first speaker of the meeting, Mr. Geuting called 
on John Reilly, men’s style adviser of Boot anp SHOE 
Recorper. Mr. Reilly spoke on the new leather colors 
and the place each will take in Fall promotion. 

“Without fully subscribing to the theory that color- 
consciousness in the male population of America is 
bringing about radical changes in the merchandising of 


Definite Trend Toward Heavier Types for Fall 
Forecast at Men’s Style Committee Meeting . . . 
Extra Season Seen Needed to Spur Per Capita 


Consumption of Men’s Footwear 


men’s shoes and attire,” Mr. Reilly stated, “there is still 
the very important fact in evidence that browns and tans 
of a lighter tonation are becoming increasingly volume 
in men’s shoes. Practically every jittery buying habit 
of the last year or so in all lines of retailing has been 
attributed to ‘color-consciousness,’ ‘color in industry,’ 
‘the age of color,’ and one or more of a dozen similar 
loose terms, and attempts made to explain practically 
everything by the ‘color urge.’ ” 

Continuing, he stated that the value of color as a 
stimulus to sales and as a promotional ally must be ap- 
preciated by every retailer and its present rational place 
in men’s shoe selling should be zealously guarded and 
cultivated so that a situation does not arise where color 
will “run the show” to the exclusion of everything else. 
The correct place of color can be effected by a tempered 
interest in color by the men’s retailer and by a knowl- 
edge of its function in both fashion and promotion. 

“The basic and clearly defined trend,” he continued, 
“is toward lighter and more ruddy tones in browns and 
tans. 

[TURN TO PAGE 47, PLEASE] 
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Rogues Gallery 

In the February 11 issue of the 
Boot ano SHoe Recorper, Clarence 
E. Pollack of the Thayer-McNeil Shoe 
Store in Boston explained an interest- 
ing idea to aid the salespeople to more 
quickly find particular styles on the 
shelves. As each new style of shoe 
arrives at the store, it is photographed 
with a Brownie camera and the 
picture, with stock numbers added, is 
glued on the end of the first shoe box 
in each particular group of shoes. The 
salesman just has to glance at the 
head box to see the style in each sec- 
tion and at the bottom of the box to 
check the lengths and widths of the 
shoes carried in that particular style. 

H. L. Lovett of Lovett Brothers, 
shoe retailers of Winchester, Virginia, 
suggests a similar idea, but one elimi- 
nating the trouble of taking pictures. 

On their staple shoes, they cut the 
pictures out of an old catalog. On 
new shoes, they cut out the pictures 
of the shoes from their newspaper ads 
and paste them on the first box in the 
lot. “In this way,” says Mr. Lovett, 
“we are able to identify each lot by 
pictures and it does not cost us a 
single additional penny.” 


Guest Book 


Ralph N. Baker, manager of the 
newly opened children’s shoe depart- 
ment of the I. Magnin Store in Los 
Angeles, keeps an interesting record 
of all his customers. A large Guest 
Book is prominently displayed in the 
front of the department. In it is re- 
corded the name, address, age, and 
birthday of every visitor. On the open- 
ing day, the first name written in the 
book was that of Shirley Temple. 





Many children see fit to add a per- 
sonal note after their signatures as a 
greeting to the store and the next 


signee. 
oS: @ 


“Every inch has STYLE. Every foot 
has COMFORT. And every step you 
take has BEAUTY and GRACE.” 

(A. Harris & Co., Dallas) 


—O.P.1L— 
Visible or Invisible Stock 


In the modernization of shoe stores 
the question of whether to keep your 
shoes out in the open or hide them 
in a stock room in the back of the 
store is difficult to decide. 

In the first place the sight of shoe 
boxes around the walls convinces the 
customer that you have plenty of shoes 
in your store and that it will only be 
a matter of trial and error and a little 
time before he or she finds a pair that 
will suit. Adjacent stock shelves also 
save time and steps for the salesforce. 

In a large number of recent mod- 
ernizations, however, the trend seems 
to be toward concealing the stock in 
an adjacent stock room. This ar- 
rangement has the advantage of allow- 
ing more freedom in store decoration. 
It also gives more space for interior 
shoe displays. However, many retail- 
ers have found that this plan has its 
disadvantages—customers are often 
skeptical of the adequacy of your 
stock if they do not see the customary 
well-stocked shelves. 

As a compromise, some modern 
stores have adopted a little of each— 
having no stock visible in the women’s 
department and the regular open 
shelves in the men’s department, or 
no stock in the front of the store and 


visible stock in the rear. All three 
types of arrangement have their place 
and the one adopted may in large 
measure be determined by the type of 
trade the store wishes to attract. 

* * * 


“Our airiest shoe is mesh. Our 
smartest accent is patent. This shoe 
combines both in the grand manner.” 

(Block’s, Indianapolis) 


—O0.P.1.— 


Selling the Students 

Dollus Brothers is a progressive 
shoe store located in the college town 
of Belleville, Ilinois. They are getting 
excellent returns from a Spring pro- 
motion carried on among the students 
of the local college. 

The idea consists of inviting promi- 
nent girls of the college to submit 
their ideas of what me 
store should feature for the: c@ining 
season. A prize of a pair of shoes is 
given to the girls who submit the best 
suggestion. The store has worked up 
interest in over a thousand young wo- 
men students, and managed to get a 
good percentage of them into the store 
during the Spring season. 

During the college term Mr. Dollus 
also makes a policy of trimming one 
window exclusively in collegiate styes, 
using photographs of some of the col- 
lege’s most popular students as props. 

The idea is useful to the store not 
only in creating interest in Dollus 
Brothers among the students, but also 
in reaping the advantages of college 
student style ideas. 

— * #* 

“Step smartly into Spring ’39 in a 
graceful medium heel shoe.” 

(J. P. Allen & Co., Atlanta) 
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BEST IDEA OF THE WEEK 
A PROFIT IN BOWLING 
(Leonarp’s SHot Store, St. Louts, Mo.) 


O. P. Ideator—“How do you do it? How can you 
afford to give away a pair of bowling shoes each week 
to the highest individual score outside of league com- 
petition over at the bowling alleys across the street?” 

Manager D. Hochstadt—“Nothing to it. Just a good 
way to sell bowling shoes.” 


O. P. Ideator—“Funny that giving away is selling!” 

Manager Hochstadt—“Not so funny. My records 
show that I have become the headquarters for bowl- 
ing shoes for the bowlers in this locale. They know 
about this contest because it is advertised in the alleys 
and in my window. They try hard for the best score, 
but meanwhile their shoes are wearing out and they 
need new ones so over they come and I fit them out 
with bowling shoes—THAT THEY PAY FOR, you 
see.” 


O. P. Ideator—“Let’s see—naturally, the word 
spreads around to bowlers in other alleys and they tell 
about your contest. Then, no doubt, the lucky bowlers 
show their prize shoes around with plenty of free word- 
of-the-mouth publicity.” 


Mgr. Hochstadt—“You bet! But it all didn’t start 
as easy as it sounds. First of all several years ago I 
got the idea of giving one free game or a set of games 
to every person buying a pair of bowling shoes. The 
alley owner didn’t like the idea of cooperating with me, 
especially when I only wanted to pay ten cents or one 
half for the free game on his alleys. Finally he con- 
sented, however, and the plan began to work out real 
well.” 


O. P.Ideator—“Sounds good. That free game prob- 
ably looked good to the bowler and it only cost you a 
dime.” 


Mr. Hochstadt—“Better than that. It turned out I 
didn’t have to pay the dime. The alley owner came 
over and said he’d give me the games free, because the 
publicity was attracting new bowlers to his alleys. With 
that I put large advertisements in the community 
neighborhood newspaper and announced about the free 
game with each pair of shoes. This gave me a chance 
to name the bowling alley and that pleased the owner 
plenty. Before long I found him hustling prospective 
bowling shoe buyers over to see me.” 


O. P. Ideator—“Practically another salesman on 
your staff, eh?” 


Mar. Hochstadt—“You bet, and the best. Then we 
got together on the pair of bowling shoes free to every 
individual highest scorer for the week outside of league 
competition. We found that the idea was a dandy for 
plus sales. Of course we can’t give away shoes every 
week—but instead spot the free shoe offer at regular 
intervals when it will do the most good. But the free 
game is on all the time.” 


O. P. Ideator—“Is that where the bowling idea 
ends?” 


Mgr. Hochstadt—“No—this year we sponsored a 
woman’s bowling team. More good publicity.” 





Aiding the Customer of the 


shoe department, called: 





staff be trained in correct shoe fitting 


Because their shoe department has 
such a large stock of excellent shoes 
the salesmen of Pomeroy’s depart- 
ment store in Harrisburg, Pennsyl- 
vania, often had difficulty, in the past, 
in narrowing down the customer's 
choice. 

To aid them, the store constructed 
a shelf in the window and in front 


“Pomeroy’s Five Foot Shelf of Style 
Shoes.” On it are displayed five of 
the latest models. Many a customer 
sees a pair of shoes she likes, on the 
shelf, has them fitted, and is taken 
care of in a few minutes. 

To be sure that the customer gets 
the best fit possible, buyer Lewis re- 
quires that each member of his shoe 


by the Allied Sales Institute, and 
awarded a certificate upon satisfac- 
torily completing the course, before 
he can fit and sell shoes to the cus- 
tomers. 
> =| & 
“Soaring shoes that lift you into a 
new world” (platforms) 


(Bonwit Teller, N. Y.) 











Hanan’s No. 


Last. I had the pleasure of fitting you with 








and I hope they are giving excellent wear. 


and street models. 
I shall be happy to serve you again. 


Right now I am back with a new selection of Hanan Shoes and 
Touchstone models . . . featuring Hanan’s revolutionary develop- 
ments in shoe flexibility—“Sprints” and “Hurdler"— in sports 





























Card sent out by the Hanan Shoe Store 1375 Broad- 
way, New York, to remind customers to come in again. 
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LAUNCH PLAN TO “BOOST NEW ENGLAND 
SHOES”’ 


President George A. Demp- 
sey Announces Campaign and 
Slogan at Dinner Held to 
Mark 70th Anniversary of 
the New England Shoe 
and Leather Association. 


BostoN—Launching a broad promo- 
tional campaign with the slogan, “Boost 
New England Shoes,” shoe manufac- 
turers and representatives of the 
leather and allied industries met Fri- 
day evening of last week at the Copley 
Piaza for a dinner in celebration of the 
70th anniversary of the New England 
Shoe and Leather Association. It was 
one of the best attended and most en- 
thusiastic gatherings of the New Eng- 
land trade held in recent years. Among 
those present were prominent finan- 
ciers and industrialists of the New 
England area and state and city ex- 
ecutives, including Gov. Francis P. 
Murphy of New Hampshire; Joseph R. 
Cotton, president of the Massachusetts 
State Senate; Senator J. Frederic 
Burns, representing Gov. Lewis O. Bar- 
rows, of Maine, and Mayor Tobin of 
Boston. 

On the industrial side, guests in- 
cluded Charles F. Weed, president of 
the New England Council, and Charles 
E. Spencer, Jr., president of the First 
National Bank of Boston, in addition 
to executives of the leading shoe and 
leather concerns of Massachusetts and 
the other New England States. The 
significance of the presence of these 
leaders of finance and industry was 
explained in the address of George A. 
Dempsey, president of the New Eng- 
land Shoe and Leather Association, who 
announced plans to inaugurate a shoe 
and leather commission to promote the 
interests of the industry in this region, 
whose members will not only include 
representatives of shoes and leather, 
but also bankers, mayors of shoe cities 
and labor leaders. 

“The purpose,” declared Mr. Demp- 
sey, “will be not only to welcome new 
industries, but to offer them attractions 
that will bring them here and thus 
increase the payrolls in every shoe man- 
ufacturing city in New England. It is 
my honest conviction that with whole- 
hearted cooperation from everyone, our 
New England can again assume leader- 
ship in style, quality and workmanship 
and win back her place in the sun.” 

Mr. Dempsey pointed out that “when 
our association was founded 70 years 
ago New England was the dominating 
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Political, industrial and financial leaders at 70th anniversary dinner 
of the New England Shoe & Leather Association. Left to right—Joseph 
R. Cotton, president of the Massachusetts Senate; Gov. Francis P. 
Murphy of New Hampshire; George A. Dempsey, association president, 
and Charles E. Spencer, Jr., ~— of the First National Bank of 


factor in the shoe and leather trade in 
this country. Over 90 per cent of the 
shoes and leather made in the United 
States were made in New England. 
This domination continued for many 
years. 

“You are all familiar with the story 
of New England shoe manufacturing 
during the past two generations. To- 
day New England produces 37 per cent 
of the shoes made in this country, and 
a smaller percentage of the leather 
manufactured. 

“It is not my intention to enumerate 
all the reasons for this decline. We 
admit, and we must admit, that in the 
past serious errors of judgment have 
been made. Let me briefly point out 
a few of the causes: Many manufac- 


ROBERT GOLDSTEIN 


Chairman Banquet Committee, New 
England Shoe - Leather Associa- 


ton. 


turers, satisfied with wealth and posi- 
tion, have been less aggressive and 
less progressive than manufacturers of 
other sections who stressed merchan- 
dising more than shoemaking. 

“Labor in New England has always 
received rates higher than correspond- 
ing wage rates in the West and South 
—not that we consider we paid too 
much, but that they elsewhere have 
paid too little. 

“There has qften been in the past 
a lukewarm interest on the part of 
civic authorities and the banking com- 
munity concerning the progress of our 
industry; in sad contrast to the splen- 
did cooperation given the manufac- 
turers in competitive sections elsewhere. 
But, gentlemen, the past is behind us. 
The less progressive manufacturers 
have been replaced by the harder hit- 
ting, competitive group of post war 
manufacturers. 

“Labor, our working partner in the 
factories, is today more tolerant and 
fair. 

“The civic and banking interest is 
very tangibly evidenced by the distin- 
guished group of leaders here tonight. 

“Not forgetting the splendid work of 
the salesmen who in every State of 
the Union are Ambassadors of Good 
will, boosting New England and New 
England shoes day in and day out. The 
men who sell New England shoes ar: 
intelligent, capable, and aggressive, 
and to these men we entrust the re 
sponsibility of shock troops. They are 
the carriers of the banner, ‘Boost New 
England Shoes.’ 

“Despite the decline, this shoe and 
leather trade of ours is the second 
largest industry in New England. Our 
responsibility, therefore, is great.” 

Governor Murphy, in the course of 
his address, showed how “In the course 
of the past eight years, the industry 
increased its national production by 2% 

[TURN TO PAGE 43, PLEASE] 
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e does know that the 
r shoes stay neat and 
that this pair is more 
ble in the toe because 


re no wrinkled linings. 


stinctively, she pays her 
to Celastic in going back 
e same store — or in asking 
he same brand — when she 


s her next pair of shoes. 


THE QUALITY BOX TOE 


UNITED SHOE MACHINERY CORPORATION | 


BOSTON, MASSACHUSETTS 











Tanners 





“However, it has been suggested to 
me, by retailers whose seasons start 
particularly early each year, and by a 
few manufacturers as well, that the 
Guild Show is held too late, which fact 
in itself is mainly responsible for the 
late deliveries of all lines, as many re- 
tailers do not place their business until 
they see what the members of the Guild 
are going to promote. 

“It would seem, for the good of the 
entire industry, that this Show should 
be held early enough so that the manu- 
facturer can place his orders for 
leather, perfect his patterns and then 
make deliveries.” 

Merrill A. Watson, executive vice- 
president of the Tanners’ Council of 
America, spoke on the favorable trends 
in the shoe and leather field which 
should result in new high in production 
and consumption in 1939 unless in- 
fluenced by conditions abroad. He said, 
in part: 

“It seems doubtful if we are as vul- 
nerable to European crises in an eco- 
nomic sense as some of the more jittery 
would have us believe. Remember that 
by all signs we were on the threshhold 
of a further recovery in general busi- 
ness before the map began to change 
again two weeks ago. The basis for 
such recovery has not been destroyed; 
it is still here. Furthermore, we are 
now a haven for financial as well as 
political refuge. Much of the excite- 
ment in speculative markets with each 
war scare is predicated on the assump- 
tion that our economy might suffer 
from a wholesale withdrawal of foreign 
funds from the United States. How- 
ever, it is far more likely that such 
funds will remain as the means of pay- 
ment for potential exports of war mate- 
rials or other supplies. Realistically, 
then, whether European affairs settle 
down or do boil over, there are definite 
elements of strength in the economic 
picture. We cannot ignore the fact that 
the repercussions of the crisis have so 
far resulted in a change of approx- 
imately %c. a pound on our own specu- 
lative market. 

“In the middle of 1938 general busi- 
ness began to recover and the shoe and 
leather industries moved ahead. We 
had expected recovery because the mis- 
takes of 1937 were plain. Since June 
of last year the output of shoes has in- 
creased to a rate which would mean 
above 400 million pairs annually. Pro- 
duction and consumption of leather has 
increased commensurately. This _re- 
covery, for the first time in six. years, 
has been accomplished without any pro- 
longed buying movement, without mar- 
kets overstimulated by anticipatory 
buying. It has been a hand-to-mouth 
recovery, with actual operating needs 
satisfied by normal! buying. 

“We are in an excellent position to 
give attention to one of the most im- 
portant tasks facing the shoe and 
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leather industries; that is an improved 
control of production to keep a better 
balance between output and consump- 
tion, to prevent buying and inventory 
excesses. As long as the emphasis in 
buying is kept on actual requirements, 
production will be held to levels dic- 
tated by actual consumption and retail 
sales. This applies to the retailer as 
well as to the shoe manufacturer and 
tanner. 

“Let us remember that inventories 
in the shoe and leather industries are 
low. Shoe consumption gives every 
indication of reaching 400 million pairs 
or better. Our prices, both of raw mate- 
rials and of finished goods, are at re- 
latively low levels. In fact, shoe prices 
today offer consumers greater value 
than ever before. From an industry 
point of view, we have good reason to 
be encouraged with the outlook for 
1939.” 


Federation Head Speaker 


The next speaker on the program, 
Dr. David R. Craig, president of the 
American Retail Federation, stressed 
the subject that “retailers face so many 
little facts every day that sometimes 
the bigger facts do not always appear 
to have immediate significance for the 
retail trade.” 

“There are four important factors af- 
fecting all retailers in America today. 

“The first fact is the ten million un- 
employed in the United States. They 
and their families constitute almost a 
third of the population of the United 
States, and they have lost their in- 
comes. They have been removed from 
the ranks of customers. They are un- 
employed because our economic system 
could not find work for them to do. As 
a result, their existence outside the 
economic system threatens the existence 
of the system itself. We must learn 
how to take care of them. 

“Fact No. 2 is that our country is 
approaching a peak in its population. 
The birth rate is declining. The re- 
tailer, and the manufacturer behind 
him, can count only a little while longer 
on a rapidly expanding population to 
absorb their goods. Instead, they must 
try in every way they can to get an 
expanding or a rising standard of liv- 
ing among the stabilized population. 

“Fact No. 3 is the tremendous ad- 
vance of science in its application to 
human life. As for example television 
and the speed of the change which is 
going on in the manufacturing world. 
It has always been true, however, that 
progress here means headaches some- 
where else, and I know that none of us 
would throw away any of the techno- 
logical advances that our scientists and 
our inventors can bring us. Our prob- 
lem, instead, is a retail problem. It is 
to distribute as widely as possible and 















as quickly as possible the results of 
these achievements. 

“Fact No. 4 is Hitler. Neither you 
nor I can overlook him. I have not 
looked at the map of Europe this morn- 
ing, but I should not be surprised to find 
it had been changed since yesterday. 

“The major difference between the 
dictator states and the democratic states 
from the immediate retail point of 
view is that in democratic states the 
customers are allowed to vote what 
styles they shall wear and what mer- 
chandise they shall buy. They vote with 
their dollars in retail stores. In the 
totalitarian states the customer has no 
right to want what he really wants.” 

The second half of the program was 
a presentation of the colors and fash- 
ions for Autumn and an “After Easter 
Promenade” of fashions and footwear 
under direction of Miss Jerry Johnson. 


Fall Colors Described 


Mrs. Margaret Hayden Rorke, man- 
aging director of the Textile Color 
Card Association of the United States, 
Inc., spoke on the “American Color 
Way” with a reservation that “Old 
Mother Nature founded her own color 
democracy which began with the birth 
of time and shall end when time 
ceases.” Miss Rorke emphasized the 
complexity of the Fall style and color 
picture but said that: 

“It is an interesting fact that our 
shoe colors are very definitely influenc- 
ing the fabric and millinery industries 
and this is growing each season. So 
pronounced is this influence that in the 
new fall woolen and silk collections 
there will be found the shoe colors 
Portabrown, Bordeaux Rouge, French 
Cognac, Red Henna, Harvest Wine and 
Marine Green. These will appear in 
wools, silks and gloves under the same 
names. These shoe colors will likewise 
influence millinery and accessories. 

“The startling upward movement of 
the skirt naturally spotlights the sho-. 
Eyes turn to the feet and the shoe be- 
comes a strong rival of the costume. 
This is a challenge which our American 
shoe crafters, I am sure, will meet with 
zest and shoes will be even more beau- 
tiful in design and color treatment.” 

Mrs. Raymond Ives, fashion editor of 
Vogue Magazine also spoke on Fal! 
color in shoes and costumes, but par- 
ticularly favored black shoes as basic, 
emphasized the importance of dark 
brown, dark blue, dark red and dark 
green shoes in the Fall color picture. 

The meeting was climaxed by the en- 
trance of Grover A. Whalen, president 
of the New York World’s Fair, who in- 
vited the audience as business men to 
come and see the World’s Fair as a 
graphic picture of the progress of 15° 
years of free and unhampered democra- 
cy in America. 
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Increased Attendance At 
Leather Show 


New York—Attendance registrations at the Fall 
Style Conference and Leather Show at the Waldorf- 
Astoria Hotel in New York, this week, indicated a 
slight gain over a year ago, but J. L. Nelson, secretary 
of the Tanners’ Council, said that on the whole, at- 
tendance was about on a par with the Spring showing, 
held last Fall. 

As these shows are held semi-annually between sea- 
sons, primarily to enable some 400 manufacturers to 
view in two days’ time the new leathers of some 60-odd 
exhibiting tanners, little if any appreciable amount of 
business is expected to be written up during this time. 
However, there was a good deal of interest shown in the 
new leathers, and exhibitors report a wider sampling of 
lines than has been the case for some time. This in 
itself, would seem to presage an interesting Fall busi- 
ness and, what is more important, a profitable one. 

In general, it can be said that an optimistic tone pre- 
vailed throughout the show on the part of tanners, 
manufacturers and retailers alike, insofar as the Fall 
season is concerned. 

Prices as a whole remained firm and there was little 
indication that there would be any decreases in price 
levels. Rather, because of the uncertainty of the politi- 
cal situation throughout the world, tanners and leather 
buyers were inclined to look for a rising level in 
leather prices for Fall. 


Color Plays Big Part in Shoe 
Styles for Juniors 

New York—The meeting of the Juvenile Style Com- 
mittee which was the last of the official features of the 
N.S.R.A. Styles Conference this week, was held Tues- 
day afternoon in the Jade Room of the Waldorf- 
Astoria. Its procedure was essentially different from 
most of those that preceded it; the first part of the 
meeting being the presentation of fixed features and 
the period of general discussion occupying the closing 
period of the session. The general effect was a more 
complete and rounded out picture of the juvenile 
division of the industry. 

Color in the juvenile field was the most generally 
discussed subject, due perhaps “to a very complete 
resumé of juvenile styles material for the entire costume 
presented by Miss Betty Green of Parents Magazine. 
To illustrate her point, Miss Green showed the colors and 
fabrics from the materials themselves through forms 
and complete costumes on living models. Her thought 
was that there be a generally greater use of color in 
the juvenile costume. She advocated that shoe men 
increase their range of colors in their children’s and 
misses’ lines as well as in their girls’ size ranges. 

Mrs. Mary Brouwer Finley, chairman of the Juvenile 
Style Committee, opened the meeting. 
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the World’s Fairs— and your 


Crosby Square Shoes 


Just as the rainbow colors of the World’s Fairs draw millions of 


visitors through the turnstiles, so does ths compelling full-color 
Crosby Square page in Esquire pull customers into the Crosby 
Square dealer’s store. 

It’s “loaded for bear” —keyed to the World’s Fairs in the World's 
Fair issue of Esquire (May issue — out April 14) — packed with 
“sell” on the famous “authentic fashion” story — featuring three 
beautiful shoes ideally suited to the theme ~— | the season. There's 
extra profit for the dealer who sizes up on them now. They are (left 
to right above): For Business—No. 314, Berkley; For Dress—No. 
555, Windsor; and For Sports—No. 369, Chihuahua, hand-woven. 


This ad is just one gun in the season’s Crosby Square bombard- 
ment in Esquire and The Saturday Evening Post to help you be- 
come the leading shoe merchant in’ your community. Get set for 
a big men’s shoe season. Wire or write for an appointment to see 
the entire Crosby Square line. 


The House of Crosby Square 


Division of Mid-States Shoe Co. 
2460 North Sixth Street Milwaukee, Wisconsin 
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The Story 


SHOES the Finest in their class: 
Genuine Goodyear Welts 
Solid leather insoles 


Full chrome tanned uppers 
Leather quarter linings 


JUNIOR WELT 





of POWHATAN 
—Shoes Without Peer 
For Children and Misses 


Here is a line of shoes that speaks for itself. Good looks 
and fine performance will endear them to your most par- 
ticular customer—the younger boy and girl. And their 
low price and excellent fitting qualities will make them 
equally as attractive to their parents. 


Here are the specifications which make POWHATAN No. 491 


Clear Chrome retan Bend outsoles 


Growing foot lasts— short backed, with broad 
heel seat and pear shaped ankle fit 


CARRIED IN STOCK 


We show here three samples of the many styles in our 
in-stock department. Send for your copy of the 
POWHATAN catalog which shows the complete line. 


VIRGINIA SHOE COMPANY 


FREDERICKSBURG, VIRGINIA 
MANUFACTURERS 


Bread Tee Strap 
82-12 1242-3 
B-C-D B-C-D 


Ne. 478 


No. 403 











Miss Bal Saddle Oxford 


491 White Elk Vamp and Quarter, 
Tan Saddle and 


Blucher Oxford 
B/2-12 12! 
B-C- 


V4 
White Elk ....$1.32% $1 
‘00 her. 1.324% | 
32%; ; 


1242-3 
B-C-D 


Back Stay. 
-.. $1.60 


D B-C 


‘a- 


3 
D 
40 
40 
40 
40 





30 DAYS 





Dedicated to Customer’s 
Comfort 


[CONTINUED FROM PAGE 17] 


is a small desk, permanently fixed, 
alongside of which a buttress extends 
along the wall to the ceiling of the 
balcony extending overhead. Into this 
is set a small display niche in which 
one pair of men’s shoes is shown, illu- 
minated by hidden lighting. Over this 
is a small vertical sign reading, ‘““Men’s 
Shop,” with an arrow pointing to the 
stairs. 

The men’s shop is laid out in the 
shape of an L. Fixtures and woodwork 
are of Oriental walnut of a slightly 
darker shade than is used in the street 
floor department. Fitting chairs are in 
the form of continuous seating which 
follow the right side of the L-shaped 
wall. These seats, upholstered in red 
leather with a very light yellow piping, 
are broken at intervals by either a 
door leading to the stock room or a 
small combination display table and 
fitting mirror. 

Above the seating, large photo murals 
are used, depicting various masculine 
interests. These murals besides making 
an attractive decoration, lend a truly 
masculine atmosphere to the shop. Un- 
like the upstairs department, all stock 
in the men’s shop is carried out of 
sight with the exception of spotlighted 
displays at various spots throughout 
the shop. 


A hosiery bar, located at the foot of 
the L-shaped interior, provides plenty 
of space for stocking and the display 
of hosiery as well as a display of slip- 
pers. In the curved display niches or 
shelves at each corner of the hosiery 
bar, single pairs of shoes are displayed 
against a white background. 

The floor covering is for the most 
part of dark green carpeting but from 
the stairway to the elevator entrance 
at the rear of the department, the floor 
is covered with linoleum in the same 
scheme as the upstairs department. 

The store was installed with a com- 
plete air-conditioning system about 
three years ago and was one of the 
first retail shoe stores in the country 
to have a complete system installed. 

Herbert J. Rich, owner of the store, 
has a right to be proud of his com- 
pletely modern establishment which, 
completed just before the Spring sell- 
ing season, should early justify the 
time, effort, money and inconvenience 
expended in the remodeling. 


Fashion Flashes 


[CONTINUED FROM PAGE 14] 


She believes people notice shoes and 
hosiery before anything else. So she is 
quite taken with the new trend toward 
elaborate hosiery. She has several 
pairs of the new lace insets, chantilly 
lace no less, and those with beaded 
clocks, both types for formal wear. 
Margaret always wears the sheerest 


hosiery she can find. A departure she 
likes are hose with contrasting heels, 
soles and seams that repeat the color 
of her coats, suits and dresses. 

* * ~ 


Jane Wyman picks up the blue tones 
in her beige, blue and fuchsia print 
afternoon dress in blue alligator purse, 
shoes and gloves. 

*” * * 


Saw Jane Wyman lounging at a 
Palm Springs pool in blue and white 
linen shorts with matching bootees, 
something new there. 

~ + - 


Noted for her exquisite taste in shoes, 
Joan Crawford’s latest is worthy of 
mention. For evening wear, the M-G-M 
star of “Ice Follies of 1939” chooses a 
vivid crepe sandal in emerald green 
with front draped skin-close to reveal 
the spirited curve of the foot. “Panu- 
elios,” like the shawl that girdles a 
Spanish dancer, moulds the heel line 
with the front in cream kidskin and the 
hooded quarters in a deep brown kid. 
Tiny bowed pumps of silk plaid set on 
brightly colored platforms is Miss 
Crawford’s choice for afternoon wear, 
and her sport choice is white buckskin 
oxford, bolstered on a tear-drop heel 
with cut-out lines. 

- 7 * 


Wearing navy and white stripped 
kidskin pumps to match her Hindu tur- 
ban is an Ann Sheridan innovation in- 
troduced in “Each Dawn I Die.” 
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THIS WEEK 


Saturday, April 1, 1939 


IN THE SHOE 


National News 





Midwest Committee Plans Annual Event 





Reservations for Cincinnati Show Indicate Gain of 50 Per Cent 
Over Last Year—E. E. Held Named Chairman 
of Style Committee 


CINCINNATI, OHIO—At a recent meet- 
ing of the Midwest Shoe Fair Com- 
mittee, definite plans were laid for this 
annual event to be held in Cincinnati, 
on June 11, 12 and 13, 1939. 

E. C. Horn, secretary of the Shoe 
Fair, announced that reservations are 
50 per cent ahead of last year’s and 


large attendance of manufacturers will 
draw retailers from a larger radius, 
and reservations at the Cincinnati 
hotels for the duration of the Fair 
bear out this belief. 

The Fair will again be conducted 
along the same lines as have been fol- 
lowed in the past. A tentative program 


Midwest Shoe Fair committee. Seated, left to right: Julian Marks, 


Mrs. A. M. Sandke, E. C. Horn, Frank Weber, George Dohrman, Ge 
Momper; Standing: E. S. Horwit=, 


Held, William E. Newbold, Hen 


CG. W. Spring, James Heldman, Ira 


Longini, Herman Harrison, R. B. 


Nunn, Jack Rappe, A. J. Sachs, Charles Longini, Joseph Stern, Harry 
Lasky, Al Schloemer, August Levy. 


that the entire industry is showing an 
unusually strong interest in the Fair. 
The committee expects that there will 
be some 300 lines on display when the 
Fair opens, and they have been grati- 
fied to note that reservations are com- 
ing in from many firms who have never 
before attended the show, and whose 
headquarters are located in all parts 
of the country. It is the belief that this 


has been laid out, and it is the purpose 
of the committee to keep group ac- 
tivities at a minimum so that there will 
be ample time for business transac- 
tions without numerous interruptions. 
The office of the Midwest Shoe Fair 
will open on April 3 at the Netherland- 
Plaza Hotel to handle all of the ad- 
vance registration matters promptly, 
[TURN TO PAGE 36, PLEASE] 


Celebrate 17th Anniversary 


in Shoe Business 


Kansas City, Mo.—Showalter Shoe 
Store, known as Foot Health Head- 
quarters, located on the second floor of 
the Altman Building, celebrated its 
seventeenth anniversary, recently, con- 
summating the biggest month in the 
history of the store. Sales amounted to 
44 per cent over a quota set, which in 
itself was 20 per cent above the best 
previous February. The average unit 
sale was reported to be down 34 cents 
per pair compared to February of last 
year. 


Jan Bata in England 


New York—Jan Bata, head of the 
vast shoe manufacturing establishment 
at Zlin in Moravia, one of the provinces 
which formerly comprised the republic 
of Czechoslovakia, is reported to have 
landed at Croydon airport, near Lon- 
don, on March 22, accompanied by his 
wife and two secretaries, and it is said 
he plans to take up his temporary resi- 
dence in England, where he has busi- 
ness interests. He declined to discuss 
the situation in the former Czechoslo- 
vakia further than to state his fac- 
tories were operating at capacity. M. 
Bata left Prague immediately after the 
crisis developed and flew to England 
via Poland and The Netherlands. 

A proclamation was issued March 23 
by President Roosevelt terminating as 
of April 22 all tariff concessions 
granted under the reciprocal trade 
treaty with Czechoslovakia, under 
which shoes from that country were 
given favorable tariff consideration. 
The proclamation ratified the refusal 
of the United States to recognize Ger- 
many’s occupation of Czechoslovakia, 
but declared that the trade treaty with 
that nation was terminated “so long as 
such occupancy and administration 
continue.” 





HUARACHES 


The Sandal that made Mexico Famous 
Will Prove itself a famously 


Good Profit maker for you 
At the New Low Price of 


$2.00 per dozen 
$19.20" 


Cerried in stock for immediate de- 

livery in all sizes for men and women. 
Every conceivable type of sandal is now called a 
“Huarache,” but this sturdy STEERHIDE sandal 
from Oaxaca is the real Huarache, the kind that 
Indians weave for Indians and the kind that will 
require no introduction to your trade. They have 
already seen them advertised in Vogue, 
and other magazines at $3.75 per pair. 

My natural beige leather (STEERHIDE) or 

leather as pictured above. 


in pure white 


The QLD MEXICO SHOP 


SANTA FE-- NEW MEXICO 


(Tan Steerhide) 


dozen, Wholesale 
(White Leather) 
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Wholesale 


Esquire, 








SHU-SHINE Apel 


the profit on the first sale, 
but constantly repeating prof- 
its come from sales to satis- 
fied customers. Users of Shu- 
This laboratory contraliod 
product is always uniform - 


It never 


Attractively packaged in a 
tube, bottle, jar, or a Dandee 
Duster with an ample profit 
mark-up for you. Order from 


OSMIC CHEMICAL COMPANY 
BROCKTON, MASS. 


tile Wade for the Shoe Jade 





Midwest Committee Plans 
Annual Event 


[CONTINUED FROM PAGE 35] 


and the committee suggests that shoe 
men either stop in at the office or write 
regarding reservations. 

E. E. Held, shoe buyer for Mabley 
& Carew, Cincinnati, Ohio, was named 
chairman of the style show committee 
at the meeting of the general com- 
mittee. 

Mr. Held, in accepting this appoint- 
ment, stated that he realized that it 
would be a difficult task to equal the 
unusual style shows presented by the 
Midwest Shoe Fair in past years, but 
assured the industry that his commit- 
tee would start plans immediately for 
an outstanding show. 

The style show will again be held in 
conjunction with the banquet, which is 
given in the Hall of Mirrors at the 
Netherland-Plaza Hotel. The show will 
also feature a varied and unusual en- 
tertainment starring outstanding acts 
from stage and radio. 

The banquet will be, as usual, fol- 
lowed by dancing in the Pavilion Ca- 
price, with additional entertainment 
for all of the guests of the Fair. 


Soles to Resist Oil 


WaPakoneTaA, On10—R. S. Kimball 
operates the Lithox Corp. here, and 


having supplied oil lines with rubber- 
ized ‘bandages’ for the pipe line joints 
when seepages occur, he says: 

“We have been working on a sole 
and soling materials that will not 
spread cross-wise or length-wise, and 
no curling from oil surfaces. Our new 
soles for shoes used in industrial work 
around oily places stand the rigid tests 
of many days submerged in gasoline, 
or in oil.” 

Industry makes many demands upon 
science, and ingenious men are finding 
the answers even in the shoe trade! 


Bulletin Describes 
Shoe Materials 


New York—“Texon,” a new latex 
rubber-impregnated fiber base shoe ma- 
terial developed by the du Pont Com- 
pany, is presented in the latest issue 
of “Department Store News,” a bul- 
letin issued monthly by the Fabrikoid 
Division of this company. As described 
in this bulletin, the new process has 
made it possible to use both hard and 
soft fiber bases, widening the range of 
products for shoe innersoles, midsoles, 
sock linings and quarter linings. The 
bulletin states that exhaustive service 
tests of this material have been con- 
ducted in the laboratories of large scale 
shoe manufacturers to prove its dura- 
bility, resistance to perspiration and 
staple rupture, two-way flex proper- 
ties and comfort. 


The bulletin also features “Fabri- 
koid” for shoe uppers and heels, in a 
double spread of photographs illustrat- 
ing current styles that range from 
evening slippers to platform models. 
Such varied finishes in “Fabrikoid” as 
non-tarnishing silver and gold, alli- 
gator, calf and patent finish are in- 
cluded in the list. 

Samples of the 1939 Spring Color 
Line of “Fabrikoid” and swatches of 
“Texon” are enclosed with the bulletin. 


Plans Atlanta Shoe Fair 


ATLANTA, Ga.—The first Atlanta 
Shoe Fair will be held at the Hotel 
Henry Grady, Atlanta, July 9th, 10th 
and llth. The Fair is under the di- 
rection of Robert Levine, who expects, 
from present indications, a huge suc- 
cess for this project. 


Foot Health Week Material 
Available 


ROCKLAND, Mass.— National Foot 
Health Council, of which Dr. Joseph 
Lelyveld is director, with headquarters 
in the Phoenix Building, here, is pre- 
pared to furnish shoe stores with mate- 
rial for National Foot Health Week, 
including radio talks, charts and pam- 
phlets. Merchants who are interested 
should send their requests by April 6th 
and address them to the Council, Post 
Office Box 57, Rockland, Mass. 
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Bufferd’s Celebrates 
25th Anniversary 


TORRINGTON, CONN.—Bufferd’s Shoe 
Store, here, in observance of its 25th 
anniversary, recently installed an en- 
tirely new entrance to the store and 
rebuilt and rearranged the whole in- 
terior of the store, providing all new 
fixtures. Stock, comprising over 6,000 
pairs of shoes, is kept in a separate 
room, away from the fitting section. 
Accessories, enclosed in transparent 
cellophane envelopes, are kept in dust- 
proof compartments. 

The store was founded in 1914 as the 
Manufacturers’ Sample Shoe Store, 
with Samuel H. Bufferd as manager. 
In 1916 he purchased the business, and 
he and Mrs. Bufferd have been active 
in the store management ever since. 

The store caters to working people, 
featuring popular - priced merchandise. 
Quality merchandise is also available. 


Queen’s Colors 


Two new shades have been selected 
by Her Majesty the Queen of England 
for the British Colour Council and to 
commemorate the Royal visit to the 
United States and Canada. In the light 
of this forthcoming visit—the first ever 
paid by reigning British monarchs to 
this country—these selections are of 
vital interest to the fashion - conscious 
merchant. 

“Regina Blue”—Queen’s biue—is_a 
light pastel with a slight gray cast, 
very near to Victorian blue on the 
Spring, 1939, American silk card. “May- 
flower Lilac”— the “Mayflower,” a deli- 
cate compliment to the founders of New 


England—is slightly bluer than pink 
cyclamen on the Spring, 1939, wool 
card. Both of these colors are avail- 
able in medium and dark versions as 
well. Dark Regina Blue is a soft light 
navy, and the dark version of May- 
flower Lilac is a deep. purple plum. 
Leather for shoes, gloves and other 
accessories has been dyed in light and 
dark Regina Blue and dark Mayflower 
Lilac. In stockings two deep skin 
tones have been selected to wear with 
these colors. 


A. E. Foster in Hospital 


Fort SmitrH, ARK.—A. E. Foster, 
traveling representative for Tupper, 
Inc., New York, in the South Atlantic 
and Midwestern states, recently under- 
went a major operation at the Sparks 
Hospital here. His doctor reports the 
operation quite successful and expects 
to move the patient to his home within 
two weeks. 

Mr. Foster regrets very much that 
he was unable to finish his Spring trip, 
but expects to be able to contact his 
customers and friends within a short 
time. 


Winslow Named College 


Trustee 


Boston, Mass.—Sidney W. Winslow, 
Jr., president of the United Shoe Ma- 
chinery Corp., was recently elected a 
trustee of Wheaton College in Norton, 
Mass. Mr. Winslow graduated from 
Harvard and soon after started in 
business as an apprentice in the United 
Shoe Machinery shops in Beverly. 





“Arkansas Travelers” 


“Arkansas Travelers” in that great scene, “After Style What?” played in the wide 
open spaces at Hot Springs, Ark., by the following cast: 


Left to right: Harry Silver, O’Connor & Goldberg, Chicago, Ill.; John Spalo, The 


Hub, Chicago, Ill.; Eddie Cohen, 


Bonwit-Teller’s, New York; M. A. Mittelman, 


Goets & Mittelman, Detroit, Mich.; Phil Weinstein, Martin-W einstein Co., Brook- 

lyn, N. Y.; George Miller, I. Miller & Sons, Inc., Long Island City, N. Y.; Al 

Pauly, Stix, Baer & Fuller, St. Louis, Mo., and Joe Katsoff, Johnson, Stephens & 
Shinkle Shoe Co., St. Louis, Mo. 





2 ILLUSTRATED 
BROCHURES 


SUMMER 
TRAVEL 
& SPORTS 


SHOP & DISPLAY 


EO RCT CT SR ETO) BS 
plirA 
COMPLETE MATERIAL 
FOR DRAMATIC NEW YORK 


WORLD'S FAIR PROMOTIONS 
. 


WITH Bae hee | Benen. &. OF 


NEW « COLORFUL 
INEXPENSIVE 


comura 


PUR FIRM LETTERHEAD 


W. L. STENSGAARD 


& ASSOCIATES, INC. 
346 No. Justine Ave. * CHICAGO, ILL 


WRITE 
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New Spring & Summer Juvenile Shoes 





IN STOCK 
For Immediate Delivery 


C430. ~~ Grain Tan Elk. Full lea. quarter lining. 
it. 


8. 

i 
M430, A to D, 12%-3. lea. hee’ 
Also stocked in wht. Elk, No. 530 
Full Grain ‘Wht. Elk ‘Moccasin. Double tip constr. 


M580, A to D, ih 
, wes a tan 


Ne Genuine Bucko. Lon 
ho D. 4-8, 8/8 lea. hee 
a9 Lea. T-strap. Full lea. lined. Long counter. 
Ww 
M191, A to D, 13-3 lea. heel 
L191, AA to D, 4-8, 10/8 lea. heel 
Send for catalog of over 75 In Stock numbers 


JULIUS ALTSCHUL, INC. 


117-125 Grattan St. 


Walker Bros. Open New ‘Women’s Section 





Elegance the Keynote of New Department in Midwest Store— 
Novel Method Used to Introduce It to Customers 


Wicuita, KaNs.—A novel way to 
more completely introduce its new 
shoe department to its customers has 
been hit upon by the Walker Bros. Dry 
Goods Co., 129-131-133 North Main 
Street, a firm which has been in busi- 
ness here for more than fifty years. 
Recently the store has been completely 
remodeled and modernized, a new ex- 
terior using the first glass building 
blocks in Wichita. 


first floor in a commodius space, stream- 
lined and modernized in keeping with 
the newly-remodeled store. With a har- 
monious color scheme of ivory and rose, 
a floor covering of green broadloom, 
chromium, Pullman _  cloth-covered 
chairs, invite the customer to a view 
of seven shadow box displays showing 
footwear and coordinated accessories. 
Two full-length mirrors add a touch 
of elegance to the wall fixtures, back 


The women’s shoe department of the Walker Bros. Dry Goods Store. 
Careful color arrangement and <p om tat make this an attractive 
place to Pp. 


Among the new departments has been 
added a women’s shoe section which at 
once speaks of elegance and comfort. 
To acquaint the store’s customers with 
this new department, John A. Gabriel- 
son, the manager, sent out small pic- 
tures of the department. After a large 
photograph of the department was 
taken, small ones were made with 
gummed backs so that one may be 
stuck to the bottom of each monthly 
statement which goes out. 

Shoes for milady are found on the 


of which is space for 5,000 pairs of 
shoes. At one end is a modern office 
for clerical work. Skirting the stream- 
lined wall are the block letters telling 
the lines carried. 

Mr. Gabrielson believes in direct 
mail advertising to acquaint people 
with the new department. In March 
a style folder was sent out. 

For twenty years Mr. Gabrielson 
has been selling shoes in Wichita, 
specializing in styles and expert fitting. 
Assisting in selling is Claude Thomas, 


Ticéhien, N. Y. 


in the shoe Suioen for six years. Mrs. 
Gabrielson, wife of the manager, does 
the clerical work. 

One of the new and modernized ar- 
cade display windows is used exclu- 
sively for the showing of shoes, with 
displays being changed every ten days. 


Correction 
New YorkK—Due to an error of 
transposition, a number of incorrect 
items appeared in the list of A. C. 
Lawrence Leather Company products 
on page 118 of the Boot AND SHOE 
RecorDER Leather Section of March 
18th. The correct list of A. C. Law- 
rence leathers and colors for Fall is 
as follows: 
Calfskin 
Juniper (For Women’s Shoes) 
Black and colors. 
Juniper (For Men’s Shoes) 
Black. 
Weilda Suede (For Women’s Shoes) 
Black and Colors. 
Duro (For Men’s Shoes) 
Colors. 
Shoe Side Upper Leather 
Gun Metal—Sides and Kips—Black 
and Colors. 
Hikon (Elk)—Sides and Kips— 
Black and Colors. 
Buccaneer—Kips and Veals—Black 
and Colors. 
Nubuck—Sides and Kips—Black 
and colors. 
Diamond Patent Leather—Sides and 
Kips 
Blacks and Colors, including latest 
1939 Fall colors. 
Sheepskin 
White Barilla—Outsides 
White Chevrita—Outside and Lin- 
ings. 
Colored Barilla—Linings. 
Colored Lambskins—Linings. 
Colored Lawroslipper (Lawro- 
leather). 
Shearlings 
Bark Shoe Stock. 
Cuff Stock—White, Natural and 
Electrified Colors. 


Schurgen Opens Store 

NeEwARK, N. J.—Murray I. Schurgen. 
retail shoes, has opened a new store in 
121 Halsey Street, this city. 
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~~ DATES TO REMEMBER 


Buffalo Shoe Style Show, Buffalo, New 
York April 23, 24, 1939 


Fall Opening Shoe Fashion Guild of 
America, Hotel Biltmore, New York 
May 9, 10, 1939 


South Atlantic Shoe Show, Hotels 
Cha Selwyn, Charlotte, 
N. C ...-May 15, 16, 17, 1939 


Annual Convention, Illinois Shoe Re- 
tailers and Shoe Travelers, Pere 
Marquette Hotel, Peoria, Ill. 

May 21, 22, 1939 


Southwestern Shoe Travelers Associa- 
tion Style Show and Market Season, 
Adolphus Hotel, Dallas, Texas 

May 28, 29, 30, 31, 1939 


20th Annual Boston Shoe Fair, Hotel 
Statler and Parker House, Boston, 
Mass. . June 5, 6, 7, 8, 1939 


Midwest Shoe Fair, Netherland Plaza 
Hotel, Cincinnati, Ohio 
June 11, 12, 13, 1939 
lowa Shoe Travelers Association Con- 
vention and Style Show, Des Moines, 
lowa .. June 11, 12, 13, 1939 


Annual Convention, California Shoe 
Retailers Association, a Bilt- 
Los Angeles, Calif. 
=? , June 12, 13, 14, 1939 
Annual Convention, Wisconsin Shoe 
Retailers’ Association, Plankinton 


Hotel, Milwaukee, Wis. 
— June 18, 19, 20, 1939 


Michigan Summer Shoe Fair, Pant- 
lind Hotel, Grand Rapids, Mich. 
June 25, 26, 27, 1939 


Pennsylvania Shoe Travelers Associa- 
tion Tri-State Shoe Mart, William 
Penn Hotel, Pittsburgh, Pa. 

July 9, 10, 11, 1939 


Charlotte Shoe Show, Hotels Char- 
lotte and Selwyn, Charlotte, N. C. 
July 9, 10, 11, 12, 1939 


Atlanta Shoe Fair, directed by Robert 
Levine, Hotel Henry Grady, At- 
NG WINS win sin enews July 9, 10, 11, 1939 


National Industrial Stores Associa- 
tion Convention, Lord Baltimore 
Hotel, Baltimore, Md. 

July 24, 25, 26, 1939 


Annual Convention New York State 
Shoe Retailers Association, Hotel 
Seneca, Rochester, N. Y. 

September 10, 11. 12, 1939 

Official Opening of American Leathers 
and Stvle Conference for Spring, 
1940. Waldorf-Astoria Hotel. New 
ee September 18, 19, 1939 





Women’s Committee 
[CONTINUED FROM PAGE 24] 


gamble. Interest in platform soles, 
wedges and novel heels has waned. 
Novelty heels are recommended only 
where they are an integral part of the 
pattern, as in Dutch Boy heels on 
Dutch type shoes. There is little change 
in heel heights. They depend on the 
individual retailer’s choice. A general 
warning was given regarding too much 
buying of new novelty lasts. 


QpBSTITUTE fy, 

SS 
+ 
LS 


% 
SELLS % 
SHOES 2 


because 
1 


rich authentic colors 
match popular shades of 
upper leathers 


2 
lay flat in the shoe—do 
not wrinkle or scuff 


3 
fine, leather-like surface 
resists wear—keeps its 
good-looks 


[39] 
DON’T PUT 
INFERIOR 
SOCK LININGS 


in your shoes! 


One sock lining covers an in- 
nersole as well as the next. 
But only a good sock lining 
can make a shoe look like more 
money. Superior surface beauty 
. . authentic color matching . . . 
and durability mark RELETHA 
as a quality product . . . pre- 
ferred by leading manufactur 
ers. If you are using just sock 
linings, try RELETHA. The 
difference in the appearance of 
your shoes will convince you. 


PROSPECT MILLS CORP. 
15 Chestnut Street, 
CAMBRIDGE, MASS. 


K £ Oto 


QUALITY SUBSTITUTE FOR LEATHER 


SOCK 


The fourth speaker, H. A. Burch 
of E. P. Reed, discussed Color, giving 
“real old-fashioned black” number one 
place; brown in two tones with the 
warmer, redder brown like Portbrown 
for the contrast color with green, etc., 
second place. Dark tan in the French 
Cognac family was recomended for 
spat type shoes, reptiles, calf, crushed 
leathers and suede. In the wines, a 
good, rich color, slightly deeper than 
Bordeaux Rouge, is the one desired. A 
blue “that looks blue under any light” 
is the best. 

A lengthy discussion followed this 
report with the question of types in 
brown shoes as the topic of major con- 
cern. It was finally agreed that more 
dressy, high-heeled brown shoes would 
be wanted than in previous seasons. 

In his report on Materials, William 
P. Byrnes of the Queen Quality Di- 
vision of the International Shoe Co., 
did not attempt to discuss fully all 
types of finishes. Suede is important 
both in all-over shoes and with con- 
trasting trimming. Reptiles, especially 
alligators (genuine or grain), will be 
more popular than last year. Crushed 
leathers in both lined and unlined shoes 
are increasingly important. Elasticized 
treatments are on the increase. The 
Committee recommends confining this 
treatment to the quarter whenever pos- 
sible. Patent leather is important as a 
trim. Fabrics — gabardines, etc — are 
confined to certain localities. 


LININGS and HEEL PADS 


Interviews Celebrities on Air 


Novel is the International Host program 
sponsored on WQAM, Miami, by W hitte- 
more Bros. Corp., Cambridge, Mass., 
manufacturers of shoe dressings. A mi- 
crophone is set up in customs at the 
Pan American Airways terminal in 
Miami and plane arrivals are inter- 
D - Here are Norman MacKay, 
WQAM Director; D. M. Holsenbeck, 
Southern District Manager for Whitte- 
more; Leslie Harris, Program Conduc- 
tor, and M. E. Wilson, Whittemore Man- 
ager for Florida. Celebrities in large 
quantities are caught by the WQAM 
microphone. 





Nurses’ Shoes 


seer 





Flexible, 


Shape Retainin 
NURSES’ OXFORDS 


Made on the 
NEW OSCO 
SUPER PLIABLE 


Process 
IN-STOCK 


* 


Owens SHOE Co. 


28 Goodhue St., Salem, Mass. 





Carton Labels 


oo ee ee 





RECOGNIZED 
HEADQUARTERS 
FoR 


WHOLESALERS AND MANUFACTURERS 
WRITE FOR SPECIMENS AND FULL DETAILS 


TOLMAN PRINT, Inconporaten 
UNIVERSITY PRESS 


MASSACHUSETTS 
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Joins Father in Trade 


Cuicaco, ILu.—Mortimer A. Marks, 
son of Dave A. Marks who is in charge 
of the Chicago office of the Craddock- 
Terry Corp., Lynchburg, Va., has joined 
his father in the shoe trade and will 
work with him out of the Chicago office 
with the Craddock-Terry line. 


MORTIMER A. MARKS 


Mort was graduated from St. John’s 
Military Academy in 1931 and from 
Northwestern University in 1935. He 
received the appointment of 2nd Lieu- 
tenant from the State of Illinois in the 
U. S. Marine Corps and in July, 1938, 
was appointed to Ist Lieutenant. 

He was in active service in Shanghai 
with the Sixth U. S. Marines during 
the Sino-Japanese controversy, return- 
ing to this country last September. He 
was transferred to the Philippines 
where he was Provost Marshal at the 
Cavite Navy Yard, located just outside 
Manila. 

He has just recently resigned from 
the service to join with his father in 
the shoe business. 

Dave Marks, his father, is well 
known in the shoe business in all parts 
of the country, having been with the 
Craddock-Terry Corp. for the past 28 
years. He has been in charge of the 
Chicago office of the firm since 1923. 


Trade Literature 


Issues World’s Fair 
Shoe Promotion 


Sr. Louis—Queen Quality Shoe Com- 
pany Division of International Shoe 
Co. has issued the second number of an 
interesting dealer publication called 
Queen Quality Calendar of Fashion. 
It contains, among other leading fea- 
tures, information about World’s Fair 
promotions for Queen Quality shoes. 
Other interesting items include a sum- 
mary of new fashions from Paris, a 
new and different kind of window dis- 


Babies 

are as “modern as tomorrow”—and so 
cre the new square transparent display 
boxes we can supply, with pique and other 
fabric booties and novelties in the small 0-2 
size run. Make a showing of these spectacu- 
lar units—they'll help dramatize your service 
to the younger children. 


MRS. DAY'S 


IDEAL BABY SHOE CO. 








play, suggestions for tie-up with Queen 
Quality advertising and a series of 
statements by the Board of Fashion 
Forecasters. 


New Gilbert Catalog 


One of the attractive shoe catalogs 
received by this office during the cur- 
rent season is that of Gilbert Shoe Co., 
Thiensville, Wis. The cover is of grey 
textured paper with an attractive water 
and pond lily decoration printed in blue 
on which the grey embossed name of 
the company stands out. Highlights on 
the decorative theme are printed in 
orange. 

The firm’s line of Kali-sten-iks shoes 
for children is attractively illustrated 
in color on coated stock pages. Two 
shoes are shown on each page with 
easy-to-read descriptions beneath each 
cut. The decorative theme as used on 
the cover is carried out on the outside 
edge of each page. In the back of the 
book are several pages devoted to deal- 
er merchandising helps and a mat ser- 
vice. 


Finish Spring House Cleaning 


SeaTrte, WasH.—The Regal Shoe 
Company, 308 Pike Street, this week 


completed its Spring housecleaning 
paint job, both inside and outside. The 
store interior has light ceiling and side 
walls, with dark brown woodwork. 
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DON'T MISS 


the major buying event for Fall and Winter 


Only national show held in mid-year. Over 
600 exhibited lines enable you to plan 
June to January merchandising to best ad- 


vantage. 


Make reservations now! 


NEW ENGLAND SHOE & LEATHER 
ASSOCIATION, 210 Lincoln St., BOSTON 


- 
HOTEL STATLER 
PARKER HOUSE 





U.S. Rubber to Show “Lastex” 


at World’s Fair 


New York—United States Rubber 
Company, “Lastex” Yarn Division, will 
have an exhibit in The Hall of Fashion, 
Apparel & Accessories Building, New 
York World’s Fair 1939. The exhibit 
will embrace all the items of the femi- 
nine wardrobe made with “Lastex” 
Yarn in its various applications. 

Robert Heller, well-known industrial 
designer has been retained to create the 
exhibit. The Displayers, Inc., doing the 
construction work. Several innovations 
in the use of colored glass and fluores- 
cent lighting in combination with col- 
ored fabrics made with “Lastex” yarn 
will form the theme background for 
merchandise displays. A part of the 
overhead design will be brilliantly col- 
ored “Lastex” yarns inter-related with 
the fashion features. 

Original, life-size mannequins will 
stand on a glass and metal Ramp of 





Shoe Men Gather in South 


Desks are noticeably empty after the 
frat Of Se guar whet with the South 


Fashion, wearing garments created 
especially for the exhibit by leading de- 
signers. The design of the whole ex- 
hibit as well as the designs and colors 
of the merchandise shown will be co- 
ordinated under the supervision of 
Robert Heller. 

A feature of the exhibit will be a 
miniature Fashion Show in the “Las- 


tex” Theatre of Fashion, where small. 


scale mechanized mannequins will 
parade the smartest ensembles in inner 
and outer apparel against diorama 
backgrounds. 


Correction 


New YorRK—An item appearing on 
page 38 of the March llth issue of 


Boot AND SHOE RECORDER stated incor- 
rectly that Hurwich’s Shoe Store, oper- 
ated by M. Hurwich, had moved from 
its location at 1363 E. 58rd St. to 1600 
W. 95th St., in the Beverly Hills section 
of Chicago. This store, which is oper- 
ated by D. Hurwich and D. Davis, 
moved from 1363 E. 53rd St. to 1744 
West 95th St. in the Beverly Hills 
section. The store features shoes for 
women and children. 


Opens Shoe Department 


CoLumBus, O. — Morehouse - Martens 
Co., department store, has opened its 
new first floor Maxene Shoe Shop, 
vriced at $4 and $5. 





PACKARDS 
make 
PARTNERS 


of customers [ 


Satisfied customers make 
profits for you. Packard 
value and fitting comfort 
satisfy more men—make 
more repeat sales. On 
these solid qualities a 
lasting business is built. 


Packard has a completely 
stocked line of men’s shoes 
jn two grades—PACKARD 
and PACKARD KENT— 
to retail from $5.00 to $8.00. 


WRITE TODAY FOR OUR NEW 
IN-STOCK CATALOG 


M. A. PACKARD CO. 
BROCKTON, MASS. 


THE 





TO 
BUY 


Lelie i eli eile 


Job Lots 


FT 





CASH IN ON JOB LOTS 
of Nationally Known 
High Grade Women's Shoes 

for: 


Smash-hit sales 
Promotions 
Cancellation stores 
Outlet stores 


Every Pair Fresh, Perfect and Timely 


BARIS SHOE CO.., inc. 
79-81 Reade St. (New York City 
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Leather Soles 


re 1 er er ere 


LEATHERPLUS 


finest leather sole 
money can buy! 
= 
Certain insurance of 


customer satisfaction 
- 


EXTRA LONG WEAR 

BEXTRA FLEXIBILITY 

EXTRA GOOD LOOKS 
WATERPROOF 


VAN TASSEL LEATHER CO. 


NORWICH, CONN. 
Makers of VAN TAN innersoles 


i i 


Bowling Shoes 


Oe ee ee ~~ er 


PROFESSIONAL 
BOWLING SHOES 
Men's 
$2.50 


Women’s 
$2.25 


* 
Men's 


Ne. 240 


monk Rttnee Ste 
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Tie-Up Creates Customer 


Interest 


San Francisco, CaAuir.—The Flor- 
sheim Shoe Stores are cashing in on 
the Golden Gate International Exposi- 
tion and Old Gold Rush celebrations 
by a unique plan of promoting a new 
color for shoes. 

The new shade is named “Old Gold,” 
and is being introduced to the cus- 
tomers through staining demonstra- 
tions, window displays and newspaper 
advertising. It is hand stained, and 
to emphasize this point and also at- 
tract the attention of the public, a 
workman is giving staining demonstra- 
tions at each of the Florsheim stores 
in this district. Seated at a work 
bench either at the entrance to the 
store, or in a window, the workman 
explains the new shade of color and 
how it is obtained, and stains the shoes 
as he talks. 

Newspaper advertisements feature 
the new color under the heading, “Pre- 
senting Fine Calfskin, Stained By 
Hand to the Color of Old Gold. At the 
top of the list of famous Florsheim 
features is hand-stained calfskin, the 
finish that changed the shoe shade of 
a nation over night! For Spring, Flor- 
sheim introduces a new, lighter shade 
of brown leather that mellows and ages 
with staining to the luster of a gold 
doubloon!” 

The stunt of showing the shoes be- 
ing stained is attracting hundreds of 
interested spectators, many of whom 
are buying the new shade. 


North Shore Bootery Moves 


EVANSTON, Itt.—The North Shore 
Bootery, formerly located at 525 Davis 
Street, has recently moved to 531 Davis 
Street, just two doors west of the orig- 


ON THAT NEXT ORDER 


for nap-sueded shoes . . . because 
RUFFIT is right. Your customers 
will agree that Ruffit's 30 authen- 
tic colors... aniline dyed and 
colorfast . . . exactly meet their 
ideas of good looks and economy. 


SLATTERY BROS. 
TANNING COMPANY 


210 SOUTH ST. TANNERIES 
BOSTON, MASS. SALEM, MASS. 








inal shop. The new store is completely 
equipped with modern appointments 
and furnishings and is decorated in an 
attractive color scheme of blue and 
white. Nick Zello is manager. 





Store Features Antiques in Display 


Cortland, N. 
ng shoes 
Residents of 


Y.—Old’s Brownbilt Shoe Store featured a window of 
recently, some of them dating back as much as 167 
Cortland cooperated by lending articles to be used 


5 acuieiaan-dnahh-es aie Gem thane ween ef.@ welling te 2008. 
a pair of boots said to be 100 years old, and a shawl used in the back- 
ground over 150 years old. The display created much interest in 


passers by. 
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ATLANTA 


per day. 


REACH THE RICH DIXIE MARKET! 
The 


SHOE FAIR 


Offers Manufacturers and Jobbers an Opportunity to Reach 
Dealers in the Southeast 


Plan NOW to Exhibit Fall Styles 
JULY 9-10 


in the 
HENRY GRADY HOTEL 
ATLANTA, GEORGIA 


Thousands of merchants and buyers from several Southern states. 
exhibitors expected to participate in this unusual Shoe Feir. 
A nominal fee will be assessed each exhibitor. 


More than 150 


Room raies from $4.00 to $6.00 


For reservations write Mr. Willis Poole, Henry Grady Hotel, Atlanta, Ga. 


SPECIAL: The ATLANTA SHOE FAIR is under 
the personal direction of Robert Levine 





HENRY GRADY HOTEL, ATLANTA, GA. 








Launch Plan to Boost 
New England Shoes 


[CONTINUED FROM PAGE 30] 


per cent; New England boosted its boot 
and shoe output by 34 per cent; but, 
in New Hampshire in the same period 
the industry showed a gain of 77 per 
cent, and there are about 3000 more 
people working in shoe shops in our 
State today than there were a year 
ago, a record to which we have every 
right to point with pride. 

“In this year, 1939, we are all look- 
ing forward eagerly, expecting confi- 
dently that when. the twelve months 
are over production figures will not 
only be well in excess of 400,000,000, 
but that they may possibly establish 
a new all-time record, not only in the 
United States, and in New England, 
but in New Hampshire as well.” 

Charles F. Weed, president of the 
New England Council, told shoe men 
they faced a danger of increased taxes. 
“New England,” he said, “is proud of 
its humane laws which have improved 
the standards of living, but if social 
progress exceeds economic capacity to 
pay, it defeats its own ends.” 


Charles E. Spencer, Jr., president of 
the First National Bank of Boston, 
pointed out that national income was 
now one-third less than that of 1929, 
with the result that “a vast number 
of families” must buy lower-priced 
footwear. Spencer advised manufac- 
turers that “it may be well to adjust 
one’s business to the capacity of the 
general market.” 


Boston Mayor Speaks 


Mayor Tobin pointed out that since 
the advent of federal labor and mini- 
mum wage laws the industry in this 
section could hope to compete on a 
favorable basis with those members of 
the industry who moved to other sec- 
tions. 

Francis B. Masterson, president of 
the Boston Boot and Shoe Club, de- 
clared, “the greatest danger we face is 
our own apathy.” 

Robert Goldstein was banquet chair- 
man. Officers of the association are: 
George A. Dempsey, president; Charles 
T. Cahill and Louis H. Salvage, vice- 
presidents; Eugene L. Wyman, trea- 
surer, and Maxwell Field, secretary. 


Daniel W. Packard 
Dies in Brockton 


BrRocKTON, Mass.—Daniel W. Pack- 
ard, who retired from the vice-presi- 
dency of the W. L. Douglas Shoe Com- 
pany in 1928, died recently at the home 
of his daughter, Mrs. Daniel G. Mac- 
Donald, at 59 Greenfield Street, this 
city. He was 73 years of age. 

Mr. Packard, who was born in Brock- 
ton, entered the employ of the Douglas 
company as inspector of retail stores 
in 1898 and became vice-president in 
1924 when Mr. Douglas died and was 
succeeded by Herbert L. Tinkham. 
When he retired, four years later, he 
conducted an automobile sales agency 
for a time. 

Mr. Packard had served as city mar- 
shal as an aide on the military staff 
of Gov. W. L. Douglas, and was in- 
terested in the Boy Scout movement, 
having organized the first council in 
Brockton in 1918 and having served in 
many offices of the local council. 

His daughter, with whom he made 
his home, is the only survivor. 





3 POINT captain 200 


Poll-Parrots are made to help, not hamper, natural 
tread. Built to make every step a perfect 3-point land- 
ing . .. encouraging proper body balance, good posture 
and long wear. Poll-Parrots have many of these 
points of superiority... plus plenty in their construc- 
tion, workmanship, styling, price and quality. Of 
course, you're interested in speeding your juvenile sales 
and the way to begin is to investigate Poll-Parrots. 
Call for our representative! 











Work Shoes 





STEEL TOE 


SHOES 
and 
POPULAR PRICED 
WORK SHOES 
Carried in Stock 
GOODWILL SHOE 


WAoe 











Women's Shoes 


The patented Throat Opere 
IN-STOCK - ALL LEATHERS 


M. J. SAKS SHOE CORP. 
152 Duane St. New York City 


Soles and Heels 





METAL FLEX and LITHOX 
Soles and Heels 
LITHOX Sheet Soling 
NO SPREAD, NO CURL, NO BULGE 


THe LITHOX corp. 
WAPAKONETA, OHIO, U. & A. 

















Leases I. Miller Department 


San Jose, CALIF.—Davis R. Fischer 
is opening a leased shoe department in 
the Prussia & Co. store, under the firm 
name of Fischer Footwear, Inc. The 
new department will have the exclusive 
I. Miller agency for this vicinity. 
Fischer formerly owned the I. Miller 
shoe store on the Boardwalk in At- 
lantic City and more recently managed 
the I. Miller shoe departments in the 
Biltmore Hotels in Santa Barbara and 


ts, will be operated in the 
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Discuss Convention Plans 

MILWAUKEE, Wis.—At a meeting of 
officers and directors of the Wisconsin 
Shoe Retailers’ Association and the 
Wisconsin Shoe Travelers’ Association 
at the Plankinton Hotel, plans were dis- 
cussed for the annual convention and 
show at the Plankinton on June 18, 19 
and 20. 

Jack Wetzel, Florsheim Shoe Shop, 
was named convention chairman; W. 
J. Muckle, convention manager, and 
W. F. Wuerl, Peschke Shoe Store, sec- 
retary-treasurer. All are from Mil- 
waukee. 

T. K. Kuecker, Nunn-Bush Shoe Co., 
Milwaukee, was named head of the 
program and publicity committee as- 
sisted by Charles M. Roussy, Packard- 
Rellin, Milwaukee, and Clarence 
Newell, Waukesha. 

The registration committee consists 
of Ed Hafemeister, Hafemeister Shoe 
Store, Milwaukee; M. Fitzsimmons, 
Fond du Lac; Sid Weber, Janesville, 
and W. J. Muckle, Milwaukee. 

The entertainment committee is com- 
posed of Jack Wetzel and P. G. Cham- 
bers, Ground Gripper & Cantilever 
Shoe Shop, Milwaukee, while S. J. 
Brouwer, president of the S. J. Brou- 
wer Shoe Co., Milwaukee, has charge of 
arranging for speakers. 

William Gleue, Wisconsin Rapids; 
Thomas Hamilton, Berlin; J. B. Har- 
oldson, La Crosse; A. L. Huegel and 
Joseph I. Hyland, both of Madison, 
make up the reception committee, while 
the banquet committee is comprised of 
F. C. Horton, Enna-Jettick Shoe Store, 
and Charles E. Collar, Charles E. Col- 
lar Nu-Matic Shoe Shop, both of Mil- 
waukee. 

Mrs. Clarence Newell, Waukesha, is 
chairman of the ladies’ entertainment 
committee, and L. L. Imig and Fred E. 
Schmidt, president and secretary of the 
Wisconsin Shoe Travelers’ Association, 
respectively, have charge of the display 
rooms. 

Mr. Schmidt, in his report to the 
meeting, declared that indications were 
for a good convention because no con- 
flict in dates existed with other asso- 
ciations and that he had more appli- 
cations for show rooms this year than 
at the same period last year. 

Officers of the Wisconsin Shoe Re- 
tailers’ Association are Mr. Newell, 
president; Mr. Wetzel, vice-president, 
and Mr. Wuerl, secretary-treasurer. 
Directors for three years are Ray Mor- 
den, Milwaukee; J. K. Peterson, Madi- 
son, and M. Fitzsimmons, Fond du Lac; 
for two years, L. C. Englert, Wassau; 
Mr. Hamilton, Berlin, and Mr. Harold- 
son, La Crosse; and for one year, Ben 
Friedel, Wausau; Mr. Huegel and 
Osear Thureen, Viroqua. 


Remodeling Hutzler Shoe 
Department 


BALTIMORE, Mp.—The remodeled shoe 
department of Hutzler Brothers is 
rapidly nearing completion and will be 


ELAM'S 


PRE-WELTS 


540 Patent Leather 


RITE for Elam's In Stock Catalog. It 

will assist you in maintaining a well 
rounded stock of correct shoes for young- 
sters. Elam's Pre-Welts are always ready 
to be shipped the same day your order ar- 
rives. 


F.S. ELAM SHOE CO. 








one of the most beautiful in this sec- 
tion of the country. The thrift shop 
division will be moved from the second 
floor. The shoe department is now 
located on the north side of the third 
floor, and the new one will occupy the 
south side. This will bring all shoes 
on one floor, with the exception of 
those in the basement and the men’s 
department. 

Mr. Bernstein, whd has been asso 
ciated with Hutzler Brothers for some 
years and who has been the buyer of 
the thrift shoe shop of the store, has 
been promoted and will now hav 
charge of the several shoe sections of 
the third floor. He will be assisted 
by George Hagedorn. Mr. Bernstein 
started out with the firm as assistant 
to Mr. Siegel in the basement shoe 
department and was later made buye! 
of the thrift shop. He is considered to 
be unusually well equipped to meet 
his new responsibilities. 


Open Family Shoe Store 


GRAND Rapips, Micu.—George Doorn 
and Lawrence Johnson, who were for- 
merly associated with the Edwards 
Shoe Store, here, have opened ther 
own family shoe store, known as Doorn 
and Johnson. Their shop was former! y 
known as the Leonard Boot Shop, which 
they purchased recently at public auc- 
tion. 
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Store Fixtures 


HOWELL 
CHROMSTEEL FURNITURE 
FOR SHOE STORES 


Your customers will like the modern style 
and comfort of Howell Chromsteel. You'll 
tike the way it looks and wears. Write for 
Catalog of Shoe Store Equipment now. 


HOWISEE 








Deters Named Association 
Business Manager 


BurraLo, N. Y.—H. J. Deters, who 
recently returned as an officer in the 
Buffalo Shoe Retailers’ Association, will 
enjoy a somewhat longer title than he 
held formerly. In addition to being 
voted life membership, Mr. Deters has 
been given the title of “Business Man- 
ager and Financial Secretary.” He ex- 
pects to assume his duties within a 
short time. 


Buffalo Show Successful 


BurraLo, N. Y.—Louis Rubin, chair- 
man of the committee which staged a 
very successful shoe style show in this 
city, March 4 and 5, says that reports 
received by him indicate that the busi- 
ness taken at this exhibition was the 
largest ever recorded and that an un- 
usually favorable attitude toward such 
enterprises has been taken by the 
various companies. The next show, Mr. 
Rubin announced, will be the “White 
Shoe Style Show,” on April 23 and 24. 


Brenner to Manage Madison’s 


Cotumsus, O.—W. R. Brenner has 
been named manager of the shoe de- 
partment of Madison’s, Columbus, O., 
having been associated with the shoe 
industry for many years, the last five 
of which were in this city. 


Greater Need for Service 


DENVER, COLO.—“There’s a greater 
need for friendly, courteous service to- 
day than ever before. With people in 
every walk of life rather ‘jittery’ and 
uncertain about the future, .it’s a pe- 
riod when very careful handling of 
customers is a downright essential.” 

So says Dr. Dave L. Cramer, man- 
aging director of Cramer’s Foot Com- 
fort Shop, here, who has built one of 
the city’s most successful corrective 
shoe businesses around just this sort 
of thing. He believes that the very 
feeling of unrest which makes cus- | 
tomers jumpy and irritable offers a 
real opportunity to the store which will 
take the trouble to distinguish itself 
in the matter of service. 

“Just a few years back when we first | 
started this store, people were much | 
easier to get along with than they are 
today,” Dr. Cramer continues. “Long- 
continued uncertainty has affected the 
public at large. People are quick to 
notice any lack of immediate attention. 
They’re easily displeased over small 
things. 

“But on the other hand, they’re 
quick to respond to unusual courtesy, 
expert service. The fact that many 
salespeople are just as ‘jumpy’ as the 
customers has in itself intensified the 
public’s cross attitude. Thus when a 
customer is treated with unusual cour- 
tesy, he really appreciates it. As we 
see it, the period represents a chal- 
lenge and an opportunity for shoe men 
of all types.” 


Edison Bros. Show Gain 
for Year 


St. Louis, Mo. — Edison Brothers 
Stores, Inc., reports for 1938 net profit 
of $919,323, after all charges and fed- 
eral taxes. This is equivalent to $2.20 
per share on common, compared with 
$714,782 or $1.72 in 1937. 

The balance sheet shows current 
assets of $4,046,109, and current liabili- 
ties of $773,791, a ratio of 5.23, against 
4.28 a year ago. 

Cash on hand amounts to $1,955,583, 
compared with $1,093,183, exceeding 
total current liabilities by a ratio of 
over 2% to 1. The company has no 
outstanding bank loans or funded debt. 

Inventories amounted to $2,086, 893, 
against $2,483,967. 

Total net sales for 1938 amounted to 
$24,205,239, compared with $23,764,677, 
an increase of 1.85 per cent. Harry 
Edison, president, states that sales for 
January and February to date this 
year, reflect an increase of about 10 
per cent, compared with the correspond- 
ing 1938 period, and that the company 
is now enlarging and rehabilitating 
some of its older units, and has closed 
leases for several new units. 

A quarterly dividend of 25 cents per 
share was declared on the common, 





payable on March 15 of record at 
February 28. 


As Advertised in 


pleleleie) 4: 


s 


ziP-BOOT 


ON AND OFF .. easy as & slipper 

Colt-Cromwell makes oll types of boots 

... Some with patented features .. . al! 

with distinctive styling. Write for catalog 

and nome of your dealer, Dept. 1-417. 
$5 to *40 


2) 
_Coht-Comwell 


A) te Abed a. 7 
i 840 So. alt rag anny “of yh hang SO 4 


Other styles from 











Colt national advertising has been “pull- 
ing” sales for dealers from consumers 
everywhere. Direct requests from magazine 
readers for “name of nearest dealer” have 
literally reached into the thousands .. . a 
response of unusual significance. 

This wide consumer preference for Colt 
Boots is being promoted and developed 
for you. Capitalize on it. . . . It means new 
sales and ex rofits. Colt Boots are at- 
tractively styled, popularly priced and 
carried instock. Write for catalog B-334. 


COLT-CROMWELL CO., INC. 
Stoughton, Mass. 


47 West 34th Street, New York City 
840 So. Los Angeles St., Los Angeles, Calif. 
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SALESMEN WANTED SALESMEN WANTED 











TWO SALESMEN WANTED 


One for Texas and Oklahoma. Another for Arkansas, Louisiana, 
Mississippi, Alabama and Tennessee. Both start with fall season. 
Nationally advertised Foot Rest Shoes to retail at $6.50. One whole- 
sale price, $3.90 all styles. Strong line, established business. Large 
stock department. Men we hire must live in territory and be travel- 
ing it now, preferably selling women’s shoes. Real opportunity for 
aggressive salesmen who know the game. Give full information in 
first letter as to age, experience, sales record, lines sold and refer- 
ences. Have it complete, please. Applications treated confidential. 
The Krippendorf-Dittmann Co., Cincinnati, Ohio. 

































SIDE-LINE SALESMEN WANTED 
All territories—for short line of fast-sell- 


FOR SALE 








BUSINESS OPPORTUNIT) 









PROFIT and opportunity unlimited on my 


ft Wrte-M = E. Watson, Belle 
feoteion, Ohio. 


AN OPPORTUNITY 
FOR THE RIGHT MAN 


A WHOLESALE SHOE firm in South- 
ern New England seeks a young, 
aggressive partner. This is a 50-year- 
old business with a well-established 
trade and excellent reputation. A 
half interest in the company is avail- 
able for a $10,000 investment. A 
steady income and progress in your 
own business is assured. If you are 
seriously interested, write to 








ee Fy; ae ee ie 
Ends and Instructions 





Address No. 179, care 
BOOT AND SHOE RECORDER 
239 West 39th Street, New York, N. Y 

















HELP WANTED 











ing children's in-stock shoes. Exclusive 








features. Commission basis. References FACTORY FOR SALE 
required. NEW ENGLAND SHOE FACTORY COM- 
Address Ne. 182, care PLETELY EQUIPPED FOR PRODUCTION 
BOOT AND SHOE RECORDER OF 50 TO 60 CASES DAILY $1.98 RETAIL 
140 Federal St., Boston, Mass. WOMEN'S McKAY SHOES. iw BOR 
COST. RENT OF BUILDING ALL PAID 














R 
FOR NINE YEARS. 








GALESMEN—between 30 and 45 years of Address No. 169 ¢/e BOOT & SHOE RECORDER 
territories : 140 Federal St., Boston, Mass. 















Hey ee | 

lowa, N M orth and 

South Texas, California, by well known 

manufacturer 3 fast we perder ESTABLISHED family shoe store in Eastern 
Tow: 





line Children’s, ing Pennsylvania. One of best locations in cit 
is’, and Boys’ shoes. ” Com on com- of 40,000 with much larger drawin engacity. 
mission basis only, payable . Men chosen Price $12,000. Reason for selling have other 





to the , live on the interests. Address $184, care Boot & Shoe 
territory, and own a car. Address $170, care Recorder, 239 West 39th St., New York, N. Y. 


New York, N. Y. Estat. ISHED { family | shoe store in New 
ampshire city of 20,000 population, draw- 

SALESMAN Side line Snappy Sli Beach ing population surrounding towns of 15,000. 
and In-Stock. Main street location. Newly renovated. Ex- 

Basis. Full Particulars first letter. cellent opportunity for high grade man who is 

Address $161, care Boot & Shoe Recorder, 239 looking for business opportunity to derive a 
3 Street, New York, N. Y. good livelihood. No auciioneers or bargain 

























O ca ide line, Nationally kn and “Shoe Recorder, 140 Federal St’ Boston 
try as a si ine, Nationa own , 140 ” ton, 
Tine of work shoes in Greater New York and Mass. wath on ceed abe 











Westchester. Give full particulars as to experi- -——— ——— 

ence. Address $181, care Boot & Shoe Recorder. SHOE STORE. Fast growing town on Long 
239 West 39th Street, New York, N. Y. Island. Carrying Nationally advertised 
Brands. Best location $6,000.00 cash necessary. 
Address $178, care Boot & Shoe Recorder, 239 


WANTED TO PURCHASE West 39th Street, New York, N. Y. 


CANCELLATION STORE. Going Business, 



























HOE salesmen, fork City women perienced, A 
S exclusive New York 8 ty 
shop, 25 to 40 years old. ddress Shen Re 
Boot & Shoe Recorder, 239 AWen 39th Street, 
New York, N. Y. 


SUPERINTENDENT WANTED FOR 
LARGE $1.98 SANDAL FACTORY TO 
BE OPENED IN NEW ENGLAND. LIB 
ERAL REMUNERATION, BUT MUST 
HAVE RECORD OF ACCOMPLISHMENTS 
IN THE ABOVE FIELD. GIVE ALL DE 
TAILS. ADDRESS $176, CARE BOOT & 
SHOE RECORDER, 239 WEST 39TH 
STREET, NEW YORK, N. Y. 








FOR LEASE 
OR LEASE Shoe Department just opened 
on Lexington Ave., Baltimore, Maryland, 


handling Nationally advertised Shoes, exclusive 
agency, good lease, small capital required. Ad 
dress 2183, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 





POSITION WANTED 


APABLE young shoeman of good character, 

nine years of experience since graduation 
from high school, desires retail sales position 
Age 28, single, some window trimming expe: 
ence. Address, Theo. Terrell, 319 E. Grand, 
Ponca City, Okla. 











Exceptional Bu uy for Experienced Sh 
i ew Brunswick, N. 


LARGE RESPONSIBLE SHOE MANUFAC. 
TURER UNABLE TO FILL GROWING 143 Neilson St., 
DEMAND FOR ITS PRODUCT, INTER. 

ESTED S ING CO 

















TORY IN NEW ENGLAND MAKING $1.98 
LADIES’ SHOES ON CEMENT PR LINE WANTED 

BUYING OUTRIGHT OR G 

FINANCIALLY. PLEASE REPLY STAT. 

ING NUMBER CASES NOW MAKING WANTED—Line Women’s Novelties, 
DAILY, ALSO OTHER PARTI ‘ priced. For 

ADDRESS nz, CARE BOOT & SHOE Established follow: ress $172, care Boot 









RECORD 239 yWEst 39TH STREET. hoe Recorder, 239 Wee's 39th Street, New 
EW YOR RK, N. ¥. Yor N .Y¥. 














RRECTIVE SHOES-Retail. . . . Have you 

a store which is a problem? I offer 27 years 
of successful active experience, I have man- 
aged some of the most important stores in New 
York, Washington, D. C., Detroit, ete.—With 
proper co-operation and scope can revise your 
store from a liability to an asset;—I am 45 
years of age, energetic and healthy, —Will go 
anywhere, available immediately, A-1 Creden 
tials, moderate salary. Address $164, care 
Boot & Shoe Recorder, 239 W. 39th Street. 
New York, N. Y. 















address 





is payable in 











CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisement is 4 cents per word for all undisplayed advertisements. Mini- 
mum charge, 75 cents. For all other classified advertisements the rate is 7 cents per word. ens Coe OS. 
When = = twelve words should be added for the address. In all other cases each word of t 


The rate for all display classified advertisements is $5.00 an inch with a maximum of 46 words. 
Classified advertising advance. 
SF Advertisements for this page must be in our New York office on Friday of the week preceding publication “™® | 





=> 














| 














BOOT ano SHOE RECORDER, April 1, 1939 . 


« 


Philadelphia "s ‘Foremost Hotel 


err 
treereeee 


1. Foremost in size—1200 rooms, all with 


bath, circulating ice water. 


2. Foremost in value—more for your 
money in honest-to-goodness comfort. 
3. Foremost in location—at Chestnut and 
Ninth—in the heart of Philadelphia. 
4. Foremost in food—3 excellent restau- 
rants. Air-conditioned in the summer. 


The BENJAMIN FRANKLIN 


SAMUEL EARLEY, Managing Director 


ONLY 


Write for 
Catalogue 


* 





| -Mantield 


THESE WORLD FAMOUS 


ENGLISH 
RIDING 
BOOTS 


ARE MADE IN ENGLAND 


BY MASTER CRAFTSMEN 


IN STOCK 


ALL WIDTHS 


ALSO FIELD, AVIATOR & 
JODHPUR BOOTS 


MANFIELD & SONS 


325 ARCH STREET 
PHILADELPHIA, PA. 











PATENT ATTORNEY _ 








Color, Grains, Heavy Types 
[CONTINUED FROM PAGE 26] 
Following Mr. Reilly, James Logie, 
textile authority with the Hickey-F ree- 
man Corp., men’s clothing manufac- 
turers, gave the fabric trend for Fall. 
The trend is still strong on grays and 
bluegrays, he stated, with gray greens 
very popular. Green, which has shown 
such a rise in the past year, will con- 
tinue strong but will have a more bluish 
cast. A new shade called Woodsman 
Brown, which has a rich, ruddy brown 
tast, shows definite possibilities. 
Country clothes in heavy yarn tweeds 
and cheviots will be increasingly pop- 
Ular, but there is an increased trend 
hoted toward the smoother finishes in 
dressier types. In the sport types, in 
Which materials will be principally 
Shetland types, large yarn fabrics and 
fabardines. College boys will be wear- 


ing shetlands and tweeds in big yarns 
and contrasting herringbone patterns. 
Predominating colors will be brown and 
the heather mixtures. 

Herbert Rich, Jr., following, pre- 
dicted more colors in the Cordo family 
and the continued use of custom tans 
with hand-stain finish. There is an in- 
creased trend toward the heavier type 
shoes, he said, but in modified treat- 
ments such as more moderate punching. 
The blucher patterns will be increas- 
ingly seen in the Fall with the heavier 
types of clothing. 

Oscar Schoeffler, of Men’s Wear, sees 
a definite trend toward the heavier 
type shoes because of the eastward 
trend from the Coast’s bulkier-appear- 
ing, very coarse yarn fabric jackets. 
As against the big yarn fabrics, the 
other extreme will be noted in the 
dressier suitings, which will run to 
smoother-finished worsteds. 

Howard Vining, of Jones and Vin- 
ing, last manufacturers, predicted in- 
creased play on the walled type lasts, 
even to the narrow tip shoes, The barge 
type will soon be relegated to oblivion. 

D. R. Lane, of the Dunbar Pattern 
Co., said that there would be a strong 
season for the blucher types. Brogue 
types will be important in both the 
rocker bottom and straight type lasts. 

Increased importance will be given 
to rubber and crepe soles for Fall in 
the heavier types, was the opinion of 
A. V. Cutler, of the Alfred Hale Rub- 


WANTED TO PURCHASE _ 





Buyers of Surplus Stocks 
cre nee, Saviano cutive ctoche ef chose 
QUANTITY NO OBJECT 
KIRSCH-BLACHER CO., Inc. 


106 Duane St. New York 
Phone WOrth 2-5377 and 5378 








SHOE STOCKS BOUGHT 


Complete or Part 
Wholesale or Retail 
BARIS SHOE COMPANY, Inc. 
79-81 READE STREET, NEW YORK, WN. Y. 
Telephone WORTH 2-5180-518! 








WE BUY 
Entire or Surplus Wholesale and Retail 
Stocks. Also randed Shoes such as 
Walk-Over, Florsheim, Enna-Jettick, Vital- 
ity, Arch Preserver, Queen Quality, Boe- 
tonians, Stetson, Red Cross, Nunn-Bush, Ete. 

IRVIN RUBIN 
“The House of Jebe’’ 
88 Reade St., Cor. Church 

Phone Barclay 7-7887 New York City 














ber Co., and Lester Packard, of the 
Avon Sole Co., both of whom gave their 
views on the rubber sole situation for 
Fall. 

Concluding the meeting, George Hess, 
of N. Hess and Sons, Baltimore, Md., 
stated that men’s shoe retailers need 
a third season very badly. 
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ADD 

ie OMFORT 
STYLE SHOES 

WITH 
GLIDE-O-MATICS 


FOR ONLY 
0 


GLIDE-O- 
MATICS pro- 
vide just enough 
support to sup- 
plement the av- 
erage shoe. 
They give a 
broader base on 
which to walk 
in addition to 
the PULSAT- 
ING META- 
TARSAL. 


P Its 


AUTOMATIC 


ADJUSTS AS 


GLIDE-O-MATICS 
are so light and adapt 
themselves so well to 
shoes that they add 


immeasurable 


com- 


fort without making 
heels slip—even in a 
24/8 heel opera pump. 


GLIDE-O-MATICS are special in- 
serts that add sensible shoe comfort 
to style shoes. Price — $7.20 per 


dozen. Free display. 


Send for the 


illustrated folder giving full infor- 


CHARLES HENRY BROWN 
E. SON.INC 





BOOT ano SHOE RECORDER, April 1, 1939 


 Bigng oom. 


BOOTS AND SHOES 


ALTSCHUL, JULIUS, INC., Brooklyn, N. Y..... 
BROOKS SHOE MFG. CO., Philadelphia, Pa 

BROWN SHOE COMPANY, St. Louis, Mo 
COLT-CROMWELL CO., INC. Stoughton, Mass 
DANVERS SHOE CO., Manchester, N. H 

ELAM, F. S., SHOE CO., Rochester, N. Y 

GILBERT SHOE COMPANY, Thiensville, Wis 
GOODWILL SHOE COMPANY, Holliston, Mass... .. 
GREEN SHOE MFG. CO., Boston, Mass 

HOUSE OF CROSBY SQUARE, THE, Milwaukee, Wis. 
MANFIELD & SONS, Philadelphia, Pa. 

MILLER SHOE CO., THE, Cincinnati, O 
MISHAWAKA RUBBER & WOOLEN MFG. CO., Mishawaka, Ind. 
MRS. DAY’S IDEAL BABY SHOE CO., Danvers, Mass..... 
MUSEBECK SHOE COMPANY, Danville, Il 
NUNN-BUSH SHOE COMPANY, Milwaukee, Wis..... 
OWENS SHOE CO., Salem, Mass 

PACKARD, M. A., CO., Brockton, Mass..... 
ROBERTS, JOHNSON & RAND, St. Louis, Mo 

SAKS, M. J.. SHOE CORP., New York City.... 

THE OLD MEXICO SHOP, Santa Fe, New Mexico 
VIRGINIA SHOE COMPANY, Fredericksburg, Va 


LEATHER AND OTHER MATERIALS 


HUBSCHMAN, E., & SONS, INC., Philadelphia, Pa 
KISTLER LEATHER CO., Bosten, Mass. 

OHIO LEATHER COMPANY, Girard, O 
SLATTERY BROS. TANNING CO., Boston, Mass. 
VAN TASSEL LEATHER CO., Norwich, Conn 


MACHINERY, LASTS, MFRS.’ SUPPLIES, DRESSINGS, ETC. 


LITHOX CORP., THE, Wapakoneta, O 

OSMIC CHEMICAL COMPANY, Brockton, Mass. 
SHINOLA-HECKER PRODUCTS CORP., New York City 
PROSPECT MILLS CORPORATION, Cambridge, Mass 
UNITED LAST COMPANY, Boston, Mass. 

UNITED SHOE MACHINERY CORP., Boston, Mass. 
VULCAN CORPORATION, Portsmouth, O. 


STORE EQUIPMENT AND FINDINGS 


BROWN, CHARLES HENRY, & SON, INC., New York City 
HOWELL COMPANY, St. Charles, Ill. 


MISCELLANEOUS 


ATLANTA SHOE FAIR, Atlanta, Ga 

BARIS SHOE COMPANY, New York City 

HOTEL BENJAMIN FRANKLIN. Philadelphia, Pa. 

IRVIN RUBIN, New York City 

KIRSCH-BLACHER CO., INC., New York City 

NEW ENGLAND SHOE & LEATHER ASSOCIATION, Boston, Mass. 
POLACHEK, Z. H. New York City 

STENSGAARD, W. L., & ASSOCIATES, INC., Chicago, Ti. 
TOLMAN PRINT, INC., Cambridge, Mass. 
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LES ARE SPEEDING TREMENDOUSLY! JyOl 


- " 
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